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Using these four low premium policies as a spearhead, our 
Field Underwriters are attacking on all fronts to keep a war- 
conscious America sold on the never-so-urgent need for life 
insurance: 


The “Preferred Risk”’ ? The Term to Age 65 Policy 
i Modified Life Policy 


wants an insurance program but 
can qualify for at least a $5,000 lacks funds sufficient for life or en- 


policy fer the dowment plans 
ye ° 


wants a premium lower for the first has an adequate pension or retire- 


3 years. Then dividends help keep whe ment income, but needs extra pro- 


the premium at a low level. tection now. Policy convertible to 
|_anniversary nearest Age 60. 


3 The “Double Protection” Policy 4 The Family Income Policy 


wants a regular life plan but needs ; a te 
needs maximum protection while his 


more protection than he currently hild d d i th 

. children ar - 

the can pay for on that basis the ye ee ee 
/ after less protection 


wants both Term to Age 65 and ‘ ae ; 
jf i has an obligation decreasing each 
Life paid up at Age 85 insurance at : : ) 
year for a certain period, such as a 


a lower rate than if policies were 
mortgage. 


purchased separately. 


1843 °**1943 
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THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 


“Firtl tn America" Lewis W. Douglas, Aesiment 
Tf) 1843- First Policy Issued - - 1942- More than 900,000 Policyholders 
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»” @ Costly telegraph de- 
lays are out! POSTAL 
“Automatic” is in! 
Amazing machines—only re- 
cently perfected by POSTAL 
TELEGRAPH engineers — now 
flash messages to any part of the 
country at record-breaking 
speed — and with incredible 
accuracy. These “Automatic” 
machines are POSTAL’s—exclu- 
sively. Messages sent “Auto- 
matic’ cost you not one penny 
more. So— 





Try this NEW SUPER-SPEED 
SERVICE today! 








For your convenience, charges 
for telegrams telephoned -in 
appear on your telephone bill. 





*For descriptive folder — address Postal 
Telegraph, 157 Chambers St., New York 
or ask local branch manager. 








“Grannys Back!” 


Little Don is the most jubilant boy in 


_ Thomasville when his beloved grandma ar- 


rives for her periodic visit. 


But to “granny” it has become almost an 
ordeal, despite her great affection for her 
children and grandchildren. To her, it is 
just another stop in the cycle of visits made 
necessary by her dependence on others for 


the necessities of life. 


If grandpa had only known the true value 
of life insurance protection his widow would 
have been comfortably independent in her 


after years. 
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U. S. Revenue Bill 
Change Studied by 
Life Companies 


House Modification Might 
Bring Excess Profits 
Tax Burden 


WASHINGTON, D. C.—Life com- 
panies are attempting to determine 
whether a change made in the revenue 
bill as reported out by the House ways 
and means committee and passed by the 
House would force them to pay excess 
profits taxes. Under the original pro- 
posal there was no possibility of any life 
company being required to pay an ex- 
cess profits tax but the final version of 
the bill as reported out specified that 
reserves of life companies should be 
considered borrowed capital which 1s en- 
titled to .0 percent credit in computing 
the excess profits exemption, rather than 
equity capita l, as specified in the earlier 
version, which is entitled to a 100 per- 
cent deduction. 


Protest May Be Made 


Application of formula is quite a com- 
plicated process and companies are not 
yet certain where they would come out 
under the basis passed by the House. 
If it should work out that companies 
would be hit to any great extent by the 
excess profits levy it is quite likely that 
protest would be made when the bill 
goes to the Senate finance committee. 

The McAndless plan for taxing life 
companies which was proposed by A. 
J. McAndless, president of Lincoln 
National Life and American Life Con- 
vention president, was undisturbed by 
the House. The Treasury gave its ap- 
proval to this plan at a conference 
about a week before the bil was com- 
pleted at which a joint committee of 
the A.L.C. and Life Presidents made 
a final presentation of the plan. The 
bill as passed by the House is said to 
omissions 


show some unintentional 
such as for instance the leaving out 
of the word “annuity” in connection 


with reserves, where the old law speci- 
fies “annuity reserves.” Without doubt 
such minor corrections when pointed 
out to the Senate will not be questioned 
and can readily be made through con- 
ference with the House before the Sen- 
ate passes the bill. 


“World Interest” Idea Modified 


The Canadian life companies were 


successful in having the Treasury’s 
idea of “world interest” modified. As 
originally proposed, the bill would 


have taxed the Canadian life companies 
on the basis of the world interest on 
their total assets which is a factor 
higher than on their American securi- 
ties. The amendment which was 
adopted changes this to the basis of 
interest on American securities. 

_The life, health and accident compa- 
nies presented a formula which the 
Treasury adopted, it being to pay tax 


U. S. Chamber's 


New Committee 


Insurance Industry Is 
Well Represented in 
the Assignment 


WASHINGTON-—Sixteen outstand- 
ing insurance executives, representing 


all fields of the insurance industry, will 
ore the insurance committee of the 
U. S. Chamber of Commerce for the com- 
ing pe Their names were announced by 
Eric A. Johnston, president, who in giv- 
ing the personnel, said: 

“The U. S. Chamber of Commerce 
recognizes not only the tremendous 
contribution that all branches of the in- 
surance industry are making to the na- 
tion at war, but also that the institution 
of insurance is of the utmost importance 
to the continuation of the American en- 
terprise system and all that the Amer- 
ican enterprise system implies. The 
work of our insurance department 
should be particularly important in this 
critical war year, not alone to the insur- 
ance industry, but also to the over-all 
operations of the national ciiamber.” 

The committee members are: James 
L. Madden, chairman, vice-president 
Metropolitan Life; Herman A. Behrens, 
chairman of Continental Casualty; E. S. 
Brigham, president, National Life of 
Vermont; John L. Clarkson, Bartholo- 
may & Clarkson, Chicago; M. B. Dal- 
ton, president, Boston Manufacturers 
Mutual Fire; Esmond Ewing, vice- 
president Travelers Fire; C. O. Fischer, 
vice-president Massachusetts Mutual 
Life; W. T. Grant, president Business 
Men’s Assurance; Carl N. Jacobs, presi- 
dent Hardware Mutual Casualty, Stev- 
ens Point, Wis.; William E. McKell, 
president New York Casualty; Chase 
M. Smith, secretary National Retailers 
Mutual, Chicago; Harold V. Smith, 
president Home of New York; John M. 
Thomas, president National Union Fire, 
Pittsburgh; J. H. R. Timanus, secre- 
tary-treasurer Philadelphia Contribu- 
tionship; John L. Train, president 
Utica Mutual, Utica, N. Y.; W. D. 
Winter, president Atlantic Mutual, New 
York. 

Three members of the 
Messrs. Fischer, Jacobs and Thomas, 
directors of the chamber. 


Madden An Appropriate Head 


committee, 
are 


Chairman Madden was for five years 
in the 1920’s manager of the insurance 
department, from which position, be- 
cause of his a he was 
recalled in 1927 to the staff of Metro- 
politan Life as third vice-president. Be- 
fore his association with the chamber 
he had been with Metropolitan for sev- 
eral years. 

It was during his service with the 
chamber that the National Fire Waste 
Council was organized to advise and as- 
sist the chamber and its member cham- 
bers of commerce throughout the coun- 
try in intensive fire prevention activities. 

‘Fire Prevention Week this year, Oct. 








on their reserves plus 3% percent. 
Heretofore the iife and health and ac- 
cident companies did not pay on their 
accident reserves as these were con- 
sidered a part of the life business. 


Uniform War Clause 
Proposal Made 


Commissioners’ Sub- 
committee Files Recom- 
mendations 


Recommendations of a joint commit- 
tee of the Life Presidents Association 
and American Life Convention con- 
cerning uniform war clauses in life 
policies and also the subject of rein- 
statement of lapsed policies were re- 
ferred to a subcommittee of the National 
Association of Insurance Commission- 
ers recently at the Denver convention. 
Pink of New York was named chair- 
man of this committee, the others being 
Harrington, Massachusetts; Bowles, 
Virginia, and Johnson, Minnesota. The 
committee met in the New York depart- 
ment, and after some compromises 
arrived at these recommendations as to 
uniform war and aviation restrictions in 
life policies which were sent to Chair- 
man Lloyd of the commissioners life 
insurance committee: 


Text of Recommendation 


(1) No war restrictions or exclusions 
where the cause of death arises in the 
home area. (b) Exclusions or restric- 
tions (i) in the event of death occurring 
outside of the home area while in the 
military, naval or air forces of any 
country at war, or (ii) in the event of 
death occurring within the home area 
within six months after termination of 
service in such forces resulting from a 


cause arising outside the home area 
while in such forces. (c) In the case 


of civilians traveling or working abroad, 
exclusions or restrictions in the event 
of death occurring within two years 
from the date of issue of the policy as 
a result of war where the cause of death 
occurs while the insured dies either out- 
side such area or within six months 
after returning thereto. (d) No restric- 
tions or exclusions in the event of death 
occurring as a result of travel or flight 
in any species of aircraft while a fare- 
paying passenger on a commercial line 
flying on a regular route between defi- 
nitely established airports. 

(2) The term “home area” shall mean 
the 48 states of the U. S., D. of C., 
Canada and Newfoundland. 

(CONTINUED ON PAGE 11) 
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and effec- 
before and 


will be more widely 
tively observed than ever 
the insurance department, under the 
guidance of the insurance committee, 
will collaborate with government agen- 
cies, the nation’s leading fire protection 
authorities and business organizations 
in making this event an exceptional 
contribution to the war program. 

Projects and studies of unusual im- 
portance pertaining to legislation, gov- 
ernment war insurances, conservation, 
expediting the nation’s war program, 
post-war planning and the problems 
that the insurance industry faces in 
connection therewith, will come before 
the committee this year. 

The chamber recently announced that 
Paul L. Hardesty, formerly assistant 
manager, had been appointed manager 
of the insurance department. 


Rutherford Is 
Named Executive 
Head of N. A. L. U. 


Seattle General Agent 
Has Title of Chairman of 
Board of Trustees 


Everett C. Miller, Penn Mutual 
supervisor at Denver, will succeed 
James E. Rutherford as general agent 
in Seattle. 


James E. Rutherford, general 
of Penn Mutual in Seattle, has been 
named chairman of the board of trus- 
tees and executive head of the Nationa! 
Association of Life Underwriters. The 


agent 





JAMES E. RUTHERFORD 


appointment was announced following 
a specially called meeting of the asso- 
ciation’s board in New York July 138. 

In creating the new position, the 
board unanimously conferred upon Mr. 
Rutherford such powers as make him 
the actual as well as the titular head 
of the association, with more authority 
than the president, subject only to the 
control of the board of trustees. In 
accepting the position, Mr. Rutherford 
resigned as general agent of Penn Mu- 
tual, effective as soon as his company 
can release him. 


Completes Headquarters Staff 


The board’s action completes realign- 
ment of the national headquarters staff, 
which was begun following the death in 
January of Roger B. Hull, managing 
director and general counsel. Other 
members of the staff are Maxwell L. 
Hoffman, managing director, who will 
continue in charge of administrative af- 
fairs: Wilfrid E. Jones, executive secre- 

(CONTINUED ON PAGE 11) 








War Shipping Body 
Covers War Hazard 


Sells Life Insurance 
to Those in the 
Merchant Marine 


NEW YORK—The 
Administration is now 
surance covering the war hazard for 
masters, officers and seamen of the 
merchant marine, For some time the 
government, first through the Mari- 
time Commission and then through the 
War Shipping Administration, has been 
providing without charge a $5,000 death 
benefit for men lost at sea while oper- 
ating ships that were torpedoed. 

The new coverage permits masters, 
officers and seamen to buy from $1,000 
to $5,000 additional insurance for a 
premium of $10 per month for $1,000. 
Coverage may be bought for a period 
covering one to six months. Applica- 
tion must be made through the steam- 
ship company by which the applicant 
is employed and be accompanied by a 
certified check. 

Beause of the great risk of being tor- 
pedoed, the rate, equivalent to $120 a 
vear, is necessarily high, but with the 
bonuses paid on account of the dan- 
ger of serving in the merchant marine, 
the premium is not prohibitive even for 
seamen. Since the insurance covers the 
war hazard only there is no require- 
ment for a medical examination or any 
other evidence of insurability. 


War Shipping 
selling life in- 


Minn. Mutual Requires War 
pass on Reinstatements 


PAUL—Reinstated policies, as a 
Pie sah rule, must carry the war clause, 
Minnesota Mutual Life has advised its 
agents. 

“No new policies are now issued ex- 
cept with a war clause,” the announce- 
ment says. “If the same strictness of 
underwriting is applied to reinstate- 
ments, no reinstatement should be made 
without a war clause being attached to 
the policy. On the other hand if all 
lapsed policies reinstated, the company 
could accept them all and have a body 
of reinstated polices the equal of those 
already on the books. 

“Unfortunately, however, all lapsed 
policies do not reinstate. The greater 
the insurable hazard, the greater the de- 
sire for reinstatement and the greater 
the need for careful consideration in con- 
nection with reinstatement. The com- 
pany is endeavoring to be fairly liberal 
in its treatment of reinstat: ments in re- 
spect to the war clause. Casual lapses, 
which reinstate promptly, say within 45 
days, are usually considered without re- 
quiring a war clause, particularly if 
there has been no change in the appli- 
cant’s war status since lapse, and if the 
amount is not excessive and there ap- 
pears to be no selection against the 
company. 

“Similar liberal consideration may be 
given to cases with a period of extended 
insurance running for three years or 
more. It should be generally appreciated 
that on other cases the company in the 
interests of its policyholders generally 
must protect itself as best it can and 
that reinstatement may be declined un 
I a war clause is added.” 


1ess 


Business Men’s “Salute” 


The Business Men’s Assurance of 
Kansas City has issued the first num- 
ber of the “Salute,” which it is publish- 
ing for the benefit of its field and home 
office men who are in service. The 
first issue tells about the men who 
have gone and also gives some news 
from the home front. The publication 
is edited by Vice-president J. H. Tor- 
rance. He is seeking to have those in 
the service write letters which he be- 
lieves _will believes will be very inter- 
esting to all in the business family. 
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JESS G. READ 


Jess G. Read, insurance commissioner 
of Oklahoma, scored another triumph in 
the Democratic primaries in his state 
last week for the position of insurance 
commissioner. He is secretary of the 
National Association of Insurance Com- 
missioners. Mr. Read entered the in- 
surance department as assistant com- 
missioner in 1914 but resigned to become 
district manager of Pacific Mutual Life 
with headquarters at Hobart, Okla. In 
1924, however, he was elected state in- 
surance commissioner and has served 
continuously since that time. He moved 


to Oklahoma in 1909 when he became 
associated with the “Daily Democrat 
Chief’ of Hobart as city editor. 
Commissioner’s, Read’s opponent in 
Democratic primary was W. T 
Hughes, for several years connected 
with West Coast Life and later with 


Pioneer Reserve Life of Oklahoma, as 
agent. However for past few months 
he has had no connection with life in- 
surance. 


Life Insurance” contains 
Send $6 for copy to Na- 
175 W. Jackson Blvd., 


“Marketing 
over 600 pages. 
tional Underwriter, 
Chicago. 


Surveys Practices 
of Mortgagees on 


War Damage Cover 


NEW YORK—Whether mortgagees 
can be compelled to carry war damage 
insurance in addition to fire insurance 
and other usual coverages, in order to 
protect the interest of mortgagors, is a 
debatable proposition, N. D. Shapiro, 
counsel Municipal Property Owners As- 
sociation, reported. ‘To secure enlight- 
enment in the matter, Mr. Shapiro ad- 
dressed a questionnaire to various sav- 
ings banks in this city. Responses indi- 
cate that a number of the financial insti- 
tutions, while not trying to force clients 
to take out the coverage, recommend 
their doing so, to the extent at least of 
protecting the interest of the mortgagee 
in the property. One bank reported that 
it agreed with the owners of an apart- 
ment building to deduct the war damage 
insurance premium from the next pay- 
ment and defer that amount until the 
maturity of the mortgage. 

A number of life insurance companies 
have circularized their mortgagors on 
this subject and many of them are re- 
quiring war damage insurance as a con- 
dition in all new mortgage agreements. 


Investment Seminar at 
Indiana U. Winds Up 


A distinguished life company presi- 
dent, M. Albert Linton of Provident 
Mutual Life, was among the 52 who 
received their diplomas in the Invest- 
ment Seminar held at University of In- 
diana, Bloomington, Ind., in the windup 
ceremonies Thursday. The seminar is 
the third conducted jointly by the uni- 
versity’s school of business in coopera- 
tion with the Financial Section of the 
American Life Convention. The awards 


were made by the university’s presi- 
dent. . 
A. J. McAndless, A.L.C. president 


and president also of the Lincoln Na- 
tional Life, and C. B. Robbins, man- 
ager and general counsel of A.L.C., at- 
tended the ceremonies and spoke briefly. 


Also present was F. E. Huston, sec- 
retary and actuary of A.L.C., who was 


an observer the two-week 


school, 


during 





Figures for First Six Months of 1942 











Inc. or Dec. Inc. or Dee. 
New Paid New Paid Insurance Insurance 
Business Business in Force in Force 
1942 1941 ‘ 1941 
Ailinnce Tle. ..<-06:004 646040 $ 4,174,302 4,565,732 $ $ +1,159,665 
Baltimore Life ...... wee 9,609,1431 11,276,483! + 3,214,412? 
manmmers Life, 18... 20.650 34,167,500 30,476,195 + 8,248,197 
pT he ee 0 | cro 9,072,356 6,430,469 + 3,167,046 
gg ee Cs 10,003,275 11,400,639 + 4,455,698 
Commonwealth Life ...... 18,684,627 12,853,187 + 4,644,021 
Expressmen’s Mutual Life 1,107,554 1,616,043 +985,571 
Fidelity Mutual Life...... 12,867,860 13,461,102 +3,452,494 
LTE IS © | eae 1,531,688 1,577,011 + 414,767 
Great Lakes Life......... 109,100 98,343 —19,957 
Great Northern Life...... 3,424,639 2,334,806 + 680,622 
Great Northwest Life..... 1,113,947 527,169 503,354 
Great-West Life .......... 33,993,120 28,931,729 + 6,937,816 
Home FTIOnGlyY  .ovccecces 3,742,780! 3,968,731 —190,277} 
Imperial Life, Canada...... 14,718,411 1,833,861 + 2,737,962 
Independent Life ......... 1,344,988! 1,371,2951 +599,812 
Indianapolis Life ......... 6,675,000 1,640,000 5, + 3,258,362 
Jefferson National ........ 2,281,530 2,702,005 +1, 607. —F + 1/808305 
John Hancock Mut. (Ord.) 210,291,847 192,985,385 +135,206,35 +111,495,745 
John Hancock Mut. (Ind.). 129,341,336 138,261,865 + 52" 799,403 5 + 42,860,694 
John Hancock Mut. (Group) 226,811,037 59,1 7,712 +183,791,252° +54,590,198 
Kentucky Central ........ pI 014, 820 1,042,282 + 433, vor + 854,272 
iaPevette LAG 2.6.64... DiGRIOMT nae, HeOShGSO =) = seo. 
Lincoln Liberty Life...... 3,465,603 3,741,363 +1,078,901 +870,218 
Massachusetts Mutual « 68,722,113 64,232,440 + 21,524,904 +13,710,704 
Manwest Tile 4.00.25. 560.6 1,851,039 2,047,822 + 377,560 +'339°770 
Minnesota Mutual Life.... 16,365,908 18,343,031 + 3,794,125 +5.297.001 
National Old Life........- 540,901 729,000 + 322,901 +398,000 
Northw estern Nat’l Life... 23,469.3122 22,197,9523 +7,019,911 + 6,064.093 
Pyramid Life, Mo.......... 911,18 858,976 + 146,456 "43,775 
Reserve Mane TAGS v5.5 .0:4 of 4,997,000 + 3,529,960 + 751.509 
Seaboard 0) eS 8 2,943,264 +1,769,186 +1,748,863 
Southwestern Life ........ 45 24,884,784 +9,111,357 +10.489'329 
State Capital Life.. 2211/2. 8,610,969 + 23.131 4 2/483.516 
Union Central Life........ a 34,713,581 + 7,567,152 +1,288' 039 
Union Life, Va.. maa fark conde 8 5s 4,796,990 + 3,132,730 + 2,277,718 
United Benefit Life........ 745,928 24,221,747 +1,524,181 +9'334'962 
Washington Natl. (Ord.)... "199/853 6.188186 + 3'876.659 4+ 3'358'863 
Washington Natl. (Ind.)..)  27:7791018 —-25'729'998 + 8/534.550 47,500,342 
FRATERNALS 
PAS Ce be ae Oe | 1,577,059 1,498,584 —155,499 —22 
Lutheran Brotherhood je eee 5,175,607 4,093,095 +3.5 04029 +2 Ta8608 
Protected Home Circle..:. 2,878,200 3,543,250 —147,205 +520,060 
Security Benefit ........_! 3/080/973 2°095,500 + 480'876 —381'026 
1 > 7 > 
Includes industrial. “Issues, excluding revivals, increases and _ additions. 


*Paid-for issues on same basis as 1942 figures. 


Canada House Acts 
on Life Premiums 


Permits Amount to $100 
to Be Deducted in Income 
Tax Schedule 


OTTAWA-—J. L. Ilsley, minister of 
finance, announced proposed changes in 
the House of Commons whereby new 
life insurance premiums up to $100 a 
year may be charged to the compulsory 
savings portion of the new income tax 
schedules. Originally only the pre- 
miums on policies in operation on the 
day the budget was presented could be 
charged against compulsory savings. 

Mr. Ilsley said he does not think the 
government should go the full distance 
urged by the life companies, agents and 
some members of the House of Com- 
mons. Had the government made the 
changes proposed by these interests, 
great impetus would have been given to 
the sale of life insurance, he said, which 
would have been in a sense class legis- 
lation. 

There is weight to the argument that 
a young person getting married should 
obtain insurance and be granted an 
exemption, he declared, stating exemp- 
tions would be allowed on new policies, 
provided they do not exceed normal 
limits, with a top of $100 a year on 
premiums paid. Only one-half of the 
first year’s premium could be used as 
an offset on taxation. 


Lincoln National 
Winners Announced 


Nation-wide winners of individual and 
agency honors in the Hall Month con- 
test conducted in May by Lincoln Na- 
tional Life has been announced. 

. X. Harris of Baltimore won the 
1942 Hall Month Trophy for largest 
personal paid production. Runners-up 
were L. L. Gandolfo and J. C. McCarthy, 
both of Seattle. About 150 agents hon- 
ored Arthur F. Hall, founder and chair- 
man of the board, by qualifying as in- 
dividual Hall Month winners. 

Four agency plaques were awarded 
for top ranking agency performance. 
Seth A. Bardwell & Associates of Cleve- 
land won the Class 1 plaque; Ben Simon 
agency, Norfolk, Va., Class 2; Dennis 
Radford, Jr., agency, Omaha, Class 3, 
and Benjamin F. Healtd agency, Cin- 


cinnati, Class 4. The Radford agency 
gained permanent possession of the 
Class 3 plaque by winning it for the 


third time. 

Agencies were divided on the basis of 
size into four classifications. First place 
in each classification was determined on 
the basis of largest average production 
of regular business per full-time agent 
under contract. Runner-up agencies 
were: Class 1, O. D. Douglas, San An- 
tonio and L. S. Becker, St. Louis; Class 
. Thorps B. Isaacson, Salt Lake City, 
and G. F. Lofthouse, Detroit; Class 3, 
L. S. Wright, Indianapolis, and A. K. 
Underwood, Denver; Class 4, G. C. 
Jackson, Gary, Ind. 


Martin Is Chattanooga Chief 


Edwin O. Martin, manager of the 
home office agency of Provident Life & 
Accident and former president of the 
Chattanooga Association of Life Un- 
derwriters, was elected president of the 
General Agents & Managers Associa- 
tion of Chattanooga, Tenn., at the an- 
nual meeting. 

Terry Archer, National Life & Ac- 
cident, is vice-president; James Irvine, 
Jr., . Connecticut Mutual, secretary- 
treasurer; Tom Divine, Volunteer State 
Life; C. M. Bartholomew, Home Bene- 
ficial: B. H. Odom, Phoenix Mutual, 
and Edward E. Brown, Penn Mutual, 
directors. ‘ 
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List of Agents 
Awards for Year 
Announced 


Northwestern Mutual 
Honors Leading Producers 
in Various Classifications 








MILWAUKEE—F. A. Morse, special 
agent in the H. L. Cramer general 
agency, South Bend, Ind., is the special 
“AA” honor winner among Northwest- 
ern Mutual Life’s 4,200 agents for the 
year ended June 1, Grant L. Hill, direc- 
tor of agencies, announced. The winner 
of the “XX” award and presidency of 
the Marathon Club is J. P. Weninger, 


Allenton, Wis., of the M. A. Carroll 
general agency, Oshkosh, Wis. 
Mr. Morse qualified with $912,665 


production. Since entering the business 
in 1932, he has won bronze, silver and 
gold buttons in 1934-36, and has paid 
for $4,061,679. He was a member of 
the Half-Million-and-Over Club in 
1936, 1937, 1941 and 1942. 


Weninger Sells 220 Lives 


The prize awarded to Mr. Weninger 
for new insurance on the largest num- 
ber of lives was won with 220 lives 
paid for. He is a part-timer, residing 
in a village with 350 population, whose 
first contract was dated in 1919. Last 
year he received national recognition by 


winning the Pacemakers’ contest by 
securing 125 lives in five weeks June 
9-July 12. 


Northwestern Mutual showed 23 per- 
cent increase in new paid for business 
in the club year over the previous 
similar period. Increase also was made 
in number of agents qualifying in each 
of the production clubs. 

In the agents’ year ended in 1940, one 
agent paid for better than a million in 
Northwestern, Mr. Hill said, last year 
there were two, this year six. In 1940 
there were eight members in the Half- 
Million-and-Over Club, last year 14, 
this year 43. Last year 30 percent more 
agents paid for $250,000 or more than 
in 1940, this year 70 percent. There 
were 16 percent more agents paying for 
$100,000 and over in 1941, and this year 
21 percent. 


Graded by Three-Year Averages 


Agents under contract for three 
years or more who have three-year av- 
erage new production in excess of 
$150,000 a year, are enrolled in classes 
for the current year based upon their 
averages. An honor is awarded in 
each of five classes to the agent in each 
class with the highest percentage of 
gain over his class rating for that year. 
In Class A, three-year average $750,- 
000 or over, and Class B, three-year 
average between $500,000 and $750,000, 
no winners qualified this year as those 
showing gains over their three-year 
ratings were ineligible because they had 
previously won these honors. 

In Class C, $300,000 to $500,000, the 
winner is R. A. Lauer, Cincinnati, with 
a 73.22 percent gain over his three-year 
rating, His net business totaled $551,- 
240 on 33 lives, which qualified him for 
the 1942 Half-Million club. During 10 
years with Northwestern, he has paid 
for $2,897,993 of business. 

H Rose, McMillen general 
agency, New York, reported $665,500 
net business, 187 percent increase over 
his three-year average, making him 
winner in Class D, between $200,000 
and $300,000, and a Half-Million club 
member, He has paid for $2,820,322 
since joining Northwestern in 1932. 

With $503,760 production and 186 
percent gain over his three-year rat- 
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Now Navy Captain 








EUSTACE A. BROCK 


Eustace A. Brock, secretary of Great- 
West Life, who has been serving with 
the Royal Canadian Naval Volunteer 
Reserve since the outbreak of war, has 
been promoted from commander to cap- 
tain. Captain Brock returned from Eng- 
land recently after having served for the 
past year and a half as a liaison officer 
—— the British and Canadian admir- 
alties. 








ing, J. B. Townsend, Hagerstown, Md., 
wins the award in Class E, $150,000 to 
$200,000. An agent since 1934, he won 


bronze and silver buttons the first two 
years, and this year qualified for the 
Half-Million club. 
Newer agents compete for junior 
awards in three sections, certificates of 
(CONTINUED ON PAGE 10) 


Regional Rallies Replace 


N. W. Mutual 


When the officers of the Northwestern 
Mutual Association of Agents recently 
decided to conform to the wishes of the 
Office of Defense Transportation to con- 
serve transportation facilities sufficient 
to meet the daily increasing demands of 
the war effort, the annual meeting sched- 
uled at the home office in Milwaukee 
July 20-22, was canceled. This marked 
a break in a long record of continuous 
annual meetings. Thomas A. Lauer, 
Joliet, Ill., president of the association, 
and the other officers and executive com- 
mittee members have agreed to carry on 
for the duration and until such time as 
the association can hold a mammoth 
“Victory” meeting at the successful con- 
clusion of the great conflict now engulf- 
ing the world. 

To give recognition to leading produc- 
ers and association honor winners for 
the agents’ year ended June 1, 1942, 
plans were put under way for a series of 
general agency regional meetings 
throughout the country the week of July 
20. Most of the 85 general agencies se- 
lected Monday for their meetings, others 
taking dates more convenient for their 
plans and attendance by their field 
forces. 


Uniform Program Prepared 


A “suggested” uniform program was 
prepared and material provided for a 
general agency sales congress, flexible to 
changes to suit the individual needs of 
the general agencies and adaptable for 
presentation by the general agent and 
members of his agency to fit local needs. 
Grant L. Hill, director of agencies, and 
each of the assistant directors took a 
part in preparing a “material package,” 
which also included a general agency 
scroll individualized for each agency 
with a list of its agents receiving honors 
and awards and containing a message 








line. 


WILLIAM H. KINGSLEY 
Chairman of the Board 








An Insurance Estate 


In April of 1918 a prominent hotel owner in the East was 
issued $50,000 of Twenty Payment Life. 
was issued an additional $5,000 of Twenty Payment Life. 
He paid his premiums in full throughout the twenty-year 
periods, leaving all dividends to accumulate. 


At the present time the two policies have built up for this 
man a paid-up life insurance estate totaling $73,289.74. 


The cash value of this life insurance estate amounts now 
to $56,835.40, and each year for the next few years this will 
be increased by $600 of cash value plus dividends to come. 


To build this excellent life 
owner paid a total of $43,508 in gross premiums. 


We don’t happen to know how well his hotel property has 
done during the two decades, how much it is worth now in 
comparison with what it was worth in 1918. 
how well he has prospered in the way of other investments. 


But no matter how his hotel and personal property charts 
may have been showing the characteristic mountains and val- 
leys of the chart line of progress, we know that the chart of 
his life insurance estate has shown a progressively ascending 


*¢ + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


Within a year he 
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Nor do we know 
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Convention 


from President M. J. Cleary and Mr. 

ill. 

A personal letter from President 
Cleary and Mr. Hill was also sent to all 
general agencies on a recording to be 
given at the beginning and close, respec- 
tively. This was used in place of a pro- 
posed long distance telephone hookup 
covering the country because of the gov- 
ernment’s request to keep long distance 
communications to a minimum and keep 
the wires open for government use dur- 
ing the present national emergency. 


President Cleary’s Address 


Expressing regret that the annual 
meeting of the Association of Agents 
had to be abandoned this year, but ap- 
proving the step as a wise one and con- 
tributing to winning of the war, Presi- 
dent Cleary said: 

“We will meet again when the war is 
won. A united, militant and confident 
America can make a reality of the hope 
that the next meeting will be in July, 
1943. We will then honor those who 
have distinguished themselves in the 
service of our company. Then, too, we 
will honor with gratitude and pride the 
daily increasing list of our associates in 
home office and field who are giving up 
job, home and family to wear the uni- 
forms of the varied services. They go to 
fight our war. They are heroes now. 
Their heroic service will grow clearer 
and brighter as days and months pass. 
Let us say a prayer each day for their 
success and their safe return.’ 

Life insurance as an institution is giv- 


ing much to the cause and in many 
ways, Mr. Cleary said. From every life 


insurance office and agency clear across 
the country men and women are going 
into every field of service, enlisted and 
auxiliary. The civilian services con- 
nected with the war have also drawn a 
generous quota from the rank and file 
and from the top flight officers of the 
life companies. Agenfs have contributed 
much to the war stamp and bond sales 
and are serving in many other fields as 
well. 


Contribution to War Effort 


“The nation’s war effort in every 
phase and field has the active, enthusias- 
tic and effective support of the men and 
women of the life insurance fraternity,” 
he said. 

Commenting on the contribution of 
the life companies to war and other na- 
tional needs, Mr. Cleary said billions of 
life insurance dollars are invested in gov- 
ernment bonds and added hundreds of 
millions are going in monthly. Other 
major, pressing” national needs are being 
served by life insurance funds invested 
in great volume in transportation facili- 
ties, electric power, industrial production 
in a great variety of fields, and in the 
production and processing of food. 

“We should not fall into the error of 
thinking that only funds that go into 
government securities help finance the 
war needs of the nation. Don’t let any 
official or other person tell you differ- 
ently and get away with it.” 

Referring to the major national danger 
of inflation, largely from the excess 
funds coming into the hands of workers 
in war industries, Mr. Cleary said the 
national administration has sought in 
various ways to drain off that excess and 
in other ways to prevent it from forcing 
prices to inflationary levels. 

“To the extent that these excess funds 
are gathered into the treasuries of the 
life companies, they cease to be an infla- 
tionary threat,” said Mr. Cleary. “Life 
insurance funds do not go into fields that 
produce inflationary prices. They go into 
basic national enterprises and govern- 
ment securities. 

“These funds in the hands of the life 
companies have been and will be avail- 
able for war needs in all of its phases. 
May I say in that connection that the 
‘Tap’ issue is the only issue of govern- 

(CONTINUED ON PAG 8) 
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Life Companies in 
War Damage Plea 





Most Mortgage Borrowers 
Are Being Cooperative 
in This Demand 


NEW YORK — Mortgage borrowers 
are showing themselves extremely coon- 
erative in complying with requests sent 
out by life companies that all mortgag- 
ors buy the war damage insurance issued 
by the government. Roughly half of the 
mortgagors have taken war damage in- 
surance covering the mortgagee’s inter- 
est and it is expected that virtually all 
the remainder will comply within a 
short time. 


Small Percentage Refuse 


A very small percentage of borrowers 
have flatly refused to buy the insurance, 
either on the ground that they saw no 
need for it or because they questioned 
the company’s right to require the bor- 
rower to cover the lender’s interest un- 
der the terms of the mortgage. Many 
companies are informing such mortgag- 
ors that if insurance is not purchased 
within a specified period the company 
will buy the insurance and add the in- 
surance premium against the mortgage 
debt. 

Probably some of these cases will be 
fought through the courts before the 
companies know exactly where they 
stand. The companies rely on the provi- 
sion in the usual mortgage stating that 
the borrower must carry insurance 
against fire in an amount and in compa- 
nies satisfactory to the lender. Since the 
standard fire insurance contract excludes 
fire due even indirectly to warfare the 
companies contend that an ordinary fire 
insurance policy does not meet the re- 
quirements of the mortgage contract. 


Vogel Agency Columbian 
National Life Leader 


The Vogel agency of Columbian Na- 
tional Life in Newark led all agencies 


the first six months of 1942. Second 
place honors went to the Quinby 
agency of Boston. 


Among the agencies of group 2, com- 
prising cities and towns under 750,000, 
the Charles F. Joyce Co. of Buffalo led, 
with the Wood agency of San Fran- 
cisco second. 

First in the accident and health di- 
vision was the St. Louis agency, 
whose manager, George L. Dyer, Jr., 
has just been elected president of the 
National Association of Accident & 
Health Underwriters. Close behind in 
second position was the Nesbitt agency 
of Springfield, Mass. 

By earning first place in a_ three- 
month contest for paid production, the 
Vogel agency gained possession of the 
Victory trophy put up for annual com- 
petition. As the agency has won the 
prize twice in succession it will retain 
permanent possession. 


F. L. Lund, former Minnesota and 
All-American football star, now with 
the Lorin Hord agency of New Eng- 


land Mutual, is chairman of the phy- 
sical fitness division of the Minneap- 


olis Defense Council. He is rapidly de- 
veloping his work through the athletic 
facilities at the various Minneapolis 
schools. During the summer he has 
deevloped a series of “mass hikes” in 
which neighborhood groups in ten sec- 
tions of the city start from their own 
section and all congregate at one of 
the Minneapolis parks after a 60 min- 
ute hike. 


It is announced that the well-known 
house organ of Hooper-Holmes Bu- 
reau of New York, “Ounce of Preven- 
tion,” will be suspended during the 
duration of the war. It first made its 
appearance in 1932 and has’ been 
printed regularly ever since. 


Ordinary Life Sales 
for Six Months Up 
Despite June Slump 


Ordinary life sales in June showed a 
decrease of 22 percent, according to the 
Sales Research Bureau, totaling $463,- 
325,000. Sales for the first six months 
are still ahead 4 percent, totaling $3,572,- 
247,000. Nevada was the only state to 
show a sales gain in June with a 38 per- 
cent increase. Other states in which 
June business was off less than 5 percent 
were: Maine —4, North Dakota —2, 
Utah —2, and W ashington —3. Arizona 
with sales off 46 percent, North Carolina 
off 45 percent and Florida off 44 percent 
were the low spots in the country. Sales 
by states and cities for June and the first 
six months follow: 
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Vickers Is Advanced 


Having joined the Lloyd Patterson 
agency of the Massachusetts Mutual 
in 1936 and remained two years, Wal- 
ter K. Vickers has returned to that 
office as associate general agent in New 
York City. Mr. Vickers will occupy 
a separate suite of offices in connection 
with the Patterson agency at 17 East 
42nd street. 

Mr. Vickers was born in Boston and 
educated there, followed by several 
years in business and banking. He was 
executive field engineer of the Sherman 
Engineering Corporation and_ plant 
manager of the DeForrest Radio Cor- 
poration. 

He is assisting the director of dis- 
aster relief in the American Red Cross, 
in Manhattan and the Bronx. 


Midland Mutual Club Officers 


The Presidents Club of Midland Mu- 
tual Life has elected Sam B. Gardwood, 
Columbus, president; William E. Whip- 
ple, vice-president, and S. Byrl Ross, 
secretary. Officers of the Leader Club 
are LeRoy P. Breneman, president; 
Louis H. Guenther, vice-president, and 
C, A. Devoe, secretary. 


Equitable of Iowa 
Makes Awards 
to Top Producers 


Annual company awards were con- 
ferred by Equitable Life of Iowa at 
a series of picnics held by general agents 
in their respective cities and sponsored 
by the company July 18 in place of the 








W. B. STRIEF 

annual production clubs convention orig- 
inally scheduled for White Sulphur 
Springs and cancelled because of war 
conditions. Annual honors and awards 
were presented by the general agents 
as representatives of the company, and 
messages were read at each picnic from 
President F. W. Hubbell and Ray 
Fuller, superintendent of agencies. 

W. B. Strief, Des Moines agency, is 
the 1942 member of the Hall of Honor, 
highest recognition attainble by an 
agent of the company. The award is 
based on length of service, production, 
conservation, average size policy, etc. 
Mr. Strief has been with Equitable his 
entire business career, 14 years, and was 
leading producer of the company in 1940. 
He is chairman of the Quarter Million 
Dollar Round Table of the Iowa Asso- 
ciation of Life Underwriters. 

Hugh S. Bell, general agent at Seat- 
tle, was named the company’s “master 
agency builder” for 1942. It is the high 
honor for general agents. Mr. Bell has 
been with Equitable since 1925 on the 
Pacific Coast, and has been general 
agent at Seattle since 1929. 

J. F. Nufer, Rockford, Ill., agent, won 
the 1942 Kirk essay contest, on the sub- 
ject, “The Life Underwriter Girds for 





HUGH S. BELL 


War.” The contest was established 29 
years ago by the family of the late Cyrus 
Kirk, fifth president of Equitable. 

Four general agents whose 1941 re- 
newals of 1940 business were the highest 
or showed the greatest improvement 
were recognized: P. B. Rice, Harris- 
burg, Pa.; N. C. Day, Davenport, Ia.; 
Hoey & Ellison, New York City, and 
J. R. Townsend, Indianapolis. Awards 


Committees Named 


for Convention of 
the Claim Men 


G. M. Day, Connecticut General Life, 
president of the International Claim As- 
sociation, has appointed committees to 
function at the annual meeting at the 
Edgewater Beach Hotel, Chicago, Sept. 
14-15. It will be a working program. 

C. Northrop, Metropolitan Life, is 
chairman of the program committee; T. 
L. Anderson, Federal Life, entertain- 
ment; John W. Ayer, New England 
Mutual Life, membership; L. L. Phelps, 
Great Northern Life, hotel and accom- 
modations; W. K. Miller, Fidelity Mu- 
tual Life, legal; Dr. L. C. Miller, Na- 
tional Life & Accident, medical; F. T. 
3ernhard, Home Life of New York, 
press; C. F. Maher, Fidelity & Casualty, 
auditing; E. J. Morris, Equitable So- 
ciety, group; A. G. Fankhauser, Con- 
tinental Casualty, medical conference. 








were made to members of the One-A- 
Week Club. 

Production club leaders are: Mr. Bell, 
president Organization Club, and E. J. 
Phelps, president Hoey & Ellison, vice- 
president; Albert Rose, New York City, 











J. F. 


R. H. Sheldon, Los Angeles and Mr. 
Strief, president, vice-president and sec- 
retary, respectively, of the President's 
Club; L. C. Robinson, Des Moines, R. 
A. Alder, Williamsport, and G. L. Malt- 
by, Kansas City, president, vice-president 
and secretary, respectively, of the 
Agency Club. 

The Harvey O. Nelson agency of Chi- 
cago held a picnic at Medinah Country 
Club. Mr. Nelson was host. A. R. 
Crawford, W. T. Meisner, J. C. Smith, 
J. F. Reichmann and Mr. Nelson were 
awarded Production Club honors. Mr. 
Nelson also qualified for the Presidents’ 
Club and was awarded a set of sterling 
silver service for 12 for completing 700 
weeks of weekly production in the One- 
A-Week Club. Mr. Smith also was 
awarded a silver service for 400 weeks of 
weekly production. 

Mr. Reichmann had 66 weeks of week- 
ly production and H. N. Kaner 40 weeks, 

Agents attending the picnic were pre- 
sented copies of the Equitable of Iowa 
1942 convention year book commemorat- 
ing achievements of sales leaders in 1941. 
Prizes were awarded in golf, bridge, cro- 
quet and water volley ball contests. 

Mr. Nelson and all his agents enrolled 
in the Equitable’s Night Owl Club to do 
a minimum amount of selling at night. 

The Russell L. Hoghe general agency 
of Equitable Life of Iowa in Los An- 
geles held a dinner with Mr. Hoghe as 
host. Production and_ conservation 
awards were presented. Ray Marchand, 
Alhambra, was honored for completing 
680 consecutive weeks of production, Mr. 
Hoghe and all the agents enrolled in the 
Night Owl Club, composed of agents 
who pledge to devote a minimum num- 
ber of evenings each week to sales and 
service calls. 
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INSURANCE MEN CALLED TO SERVICE 





Travelers Booklet Lists 
Its 1,167 Men in Service 


Travelers has prepared an honor roll 
in booklet form containing the names or 
1,167 former employes and representa- 
tives in United States and Canadian serv- 
ice. The booklet is small enough to en- 
close in the average size envelope and is 
decorated in red, white and blue. Copies 
are being sent to the men listed and also 
to all members of the Travelers’ forces 
who still remain at their civilian posts in 
the home office and throughout the field. 

Though it was compiled from all avail- 
able information June 13, the names of 
227 Travelers men who have entered 
military service since that date are miss- 
ing. The present total is greater than 
the number of Travelers men who en- 
tered the armed forces during the entire 
19 months of the first world war. There 
will be periodic reissues of the booklet. 
A new edition is planned for Oct. 1. 

To meet the critical shortages in per- 
sonnel developing as hundreds of its em- 
ployes and agents go to war, Travelers 
in many instances is hiring women and 
girls to take over their duties, especially 
for mail distribution and runner jobs. 


Equitable Society now has 806 men 
in service, exceeding the total of em- 
ployes in the service during the entire 
first world war. 

Berton W. Roberts, son of Roy Ray 
Roberts, general agent of State Mutual 
Life in Los Angeles and trustee of 
the National Association of Life Un- 
derwriters, now is in the officers train- 
ing school, air defense division, at 
Camp Davis, 

Niles Nelson of the G. E. Ensign 
agency of Bankers Life of Iowa in 
Cleveland is now in the service. 

E. Lloyd Mallon, assistant director 
of agencies of Massachusetts Mutual 
Life since 1937, has been appointed a 
first lieutenant in the army. He is now 
on duty with the ordnance division at 
Aberdeen, Md. During his absence, his 
work with the agencies of the company 





Guarantee Mutual 
“Ad” Manager in Army 








J. J. PRATHER 
J. J. Prather, advertising manager of 


Guarantee Mutual Life, has been in- 
ducted into the army as a buck private 
and will report for duty at Fort Leaven- 
worth, Kan., July 29. 


will be taken over by K. W. Perry, 
agency assistant. 
Richard Torrance, 
rance, vice-presi- 
de nt - Business 
Men’s Assurance, 
now is a captain in 
the army. He has 
just been promoted 
to that rank from 


son of J. H. Tor- 


lieutenant. Capt. 
Torrance entered 
the army shortly 


after leaving school. 
Two other B. M.A 
officials have sons 
in the service: 
President W. T. 
Grant and H. C. 


Pogue, group department manager. 


Leigh C. Borden of the C. E. Cleeton 
agency of Occidental Life in Los An- 
geles has been called into service in the 
navy with the rank of lieutenant. 

An “induction dinner” was held by 
the Newark branch of Mutual Life in 
honor of two of its members—Daniel 
Kreyling and William Wildeman— 
being inducted into the army. Man- 
ager Manthe presented both men trav- 
eling bags and writing sets. 

Lloyd S. Smith, Omaha, general agent 
of Bankers Life of Nebraska, has left 
for Fort Oglethorpe, Ga., where he will 
receive training. He holds a captain’s 
commission. 

Corp. Russell I. Irish, formerly with 
Aetna Life in Louisville, is attending 
the quartermaster officers’ candidate 
school at Camp Lee, Va. He will be 
commissioned a second lieutenant on 
completion of the course. 

Stratford Corbett, editor and public 
relations representative of New York 
Life, who supervised the life insurance 
participation in the recent “New York 
at War” parade, has been ordered to 
active duty with the armed forces. He 
is a captain in -the officers reserve 
corps. Mr. Corbett became associated 
with New York Life in 1928 as a pub- 
licist after some years of newspaper 
and magazine experience in Chicago 
and London, Eng., and public relations 
work in New York. In 1933 he founded 
the “Nylic Review,” monthly field 
magazine. For some years he has done 
public relations work for the army dur- 
ing the summer months. 

Maj. Edward Leonard, of the intelli- 
gence section of the army air forces, 
who for the last 10 years has been asso- 
ciated with the Henderson’ general 
agency of Pacific Mutual Life in Chi- 
cago, paid his first visit to the home 
office while en route to his new station. 
He is a veteran of the first world war, 
having been observer on a _ bombing 
plane, and wears the Order of the Pur- 
ple Heart, due to injuries received 
when his plane was shot down. 





Capt. Torrance 





FHA Investment Law Extended 


Commissioner Harrington of Massa- 
chusetts has extended for three years 
the state law permitting insurance 
companies in Massachusetts to invest in 
real estate mortgages insured under the 
Federal Housing Authority. The state 
law was passed in 1939 for three years 
and authority to extend it was vested 
in the commissioner. 


Erickson Renominated in N. D. 


Oscar E. Erickson, who is seeking 
reelection as insurance commissioner of 
North Dakota, won the nomination 
in the Republican primary. He was 
opposed by Targie Trydahl of Thomp- 
son, N. D., running as a Progressive 
Republican. Ole G. Johnson of Lang- 
don, N. D., was without opposition for 
the Democratic nomination. 








Business Men’s Assurance now is 
getting out “The Salute,” a magazine 
for B. M. A. men in service, containing 
news from service men. Vice-president 
J. H. Torrance is editor. 


U. 4 GUARANTEES AGENTS 
J% RETURN ON NEW 
CIRCULARIZATION LETTER! 


Features “Pure Protection” — 
unique new non-convertible term policy 
designed for war years. 





lll 





THE MARKET 


Thousands of men of substantial incomes, whose taxes 
have greatly increased . . . whose wartime living costs 
have, of course, stepped up . . . and whose income re- 
mains about the same. Men who have need of more life 
insurance protection but who ask, “How can I possibly 
afford more?” 





THE POLICY 


One which adequately meets the protection requirements 
of these men, but which sells at a low enough premium 
to fit even the most restricted wartime budget. The low- 
est priced protection, in fact, that Union Central has 
ever offered in all its 75 years in business. 


"" 





THE GUARANTEE 


So certain is the Company that such a policy will arouse 
unprecedented interest, that we guarantee agents at least 
5 replies for every 100 letters. If any U. C. agent fails 

‘ to get a 5% return he receives additional circularization 
free. TO DATE THE AVERAGE RETURN IS RUN- 
NING WELL OVER THAT 5%! 


The UNION CENTRAL LIFE INSURANCE COMPANY 


Cincinnati, Ohio 
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Car Sais Bax Fr rees Gas 
Equal to 2 Years’ Life Sales 


NEW YORK-—Seeking to offset the 
sales resistance that is bound to result 
from higher taxes and living costs, gen- 
eral agents and managers are intensively 
concentrating on getting agents, fortified 
with a back-log of commissions from the 
year-end war clause boom, to start pros- 
pecting aggressively. Second, they are 
trying to get across the life insurance 
sales possibilities arising out of the cur- 
tailment of sales of other products, 
notably automobiles. 

On the prospecting side the agent has 
a twofold need of fresh material. First, 
he probably sold nearly everybody he 
could on the war clause situation. 
Therefore he would need new prospects 
even though conditions had not changed. 
However, there is not only a need for 
new prospects, but for prospects selected 
in the light of the conditions prevailing 
today. 


Must Realize Urgency 


Agents can very well afford to devote 
more than ihe usual amount of time to 
doing an excellent job of prospecting. 
The “problem is to convince them of the 
urgency of doing this without at the 
same time making the outlook appear 
too discouraging. The conditions call 
for an intelligent and aggressive job of 
prospecting. How promptly this is begun 
will have a great deal to do with how 
tough the average agent finds the going. 

On the bright side of the picture is 
the fact that priorities and the demands 

of war industries are going to revise 
the public’s buying habits very dras- 
tically. Added taxes will be heavy but 
with: automobiles and many other ar- 
ticles in the luxury or semi-luxury class 
impossible to obtain people will ‘find it 
easier to put money into life insurance 
than they otherwise would. The greater 
proportion of “spendable income” is 
being widely emphasized. 


Spent $2,000,000,000 for Cars 


Last year the American public spent 
something in excess of $2,000,000,000 for 
new automobiles, exclusive of the value 
of the cars that they traded in. Pre- 
miums on new life insurance sales, ac- 
cording to best estimates, probably ran 
somewhat less than $1,000,000,000 last 
year. Thus it can be seen that the 
cutting off of automotive production for 
civilian use will mean that a great deal 
more money will be available for other 
purposes, including the purchase of life 
insurance. 

In the case of new car sales it must 


be remembered that many of the new 
cars bought in 1941 are still being paid 
tor. But these payments will be com- 
pleted some time during this year except 
tor some of the cars bought on an 18- 
month installment basis. Logically a 
prospect ought to be able to take up the 
payment of new life insurance premiums 
as soon as he has completed the pay- 
ments on his new car without noticing 
any added burden. 


Running Costs Should Drop 


Maintenance and operation of cars ran 
close to $2,000,000,000 last year. There 
is likely to be more money spent for 
repairs as the average age ot cars in use 
increases. The Cost of any given repair 
job is likelv to be higher. However, the 
net effect of inability to buy new tires 
and voluntary curtailment of driving to 
conserve existing rubber should result in 
the 1942 total automobile expenditures 
for maintenance and operation being de- 
cidedly less than for last year. 

Automobiles, of course, are not the 
only things that the American public 
will have to go without. Mechanical 
refrigerator sales last year were prob- 
ably in the neighborhood of one-third of 
a billion dollars. Here, again, many of 
these purchases were on the installment 
plan but the completion of payments 
means that the same monthly expendi- 
ture could be continued without the 
prospect being any worse off than he 
was before. 


Speed Is Paramount 


The important angle of the present 
situation is that prospecting must get 
under way at once, while the back- 
ground of commissions is still there, and 
that the magnitude of normal sales, in 
the aggregate, of automobiles and other 
curtailed articles looms very large in 
relation to the total of new life insur- 
ance premiums. 

Fortunately the shift of sales stress 
from investment forms of life insurance 
to those in which the protection element 
predominates fits in very well with the 
sale of defense bonds. The buyer can 
use defense bonds for the savings side 
and purchase life insurance protection 
from the companies. And in the case 
of his insurance premiums he can rightly 
feel that he is making a contribution to 
the war effort for the investment por- 
tion of his premium will go directly into 
government financing or the financing of 
civilian facilities essential to the war’s 
prosecution. 








Can Exclude Bombing or 
Sabotage in War Plants 


COLUMBUS — The attorney-general 
of Ohio holds in an opinion to Super- 
intendent Lloyd that the general code 
does not prohibit issuance of a life pol- 
icy containing language exempting the 
insurer from liability where death is the 
result of employment in certain enu- 
merated occupations, nor does it prohibit 
an Ohio company from issuing a policy 
containing such exemptions. The opin- 
ion is interpreted to mean that compa- 
nies operating in Ohio may legally is- 
sue policies excluding liability when 
death occurs as a result of bombing 

or sabotage in war plants. 

The question arose when an Ohio 
company filed with the department an 
endorsement reading: “This policy is 
issued and accepted upon the express 
understanding that the company does 
not assume under this policy the risk 
of death under the following circum- 
stances: 

“Tf the death of the insured results 
directly or indirectly from employment 
with the X Company Shipbuilding Di- 
vision Y Yard, or any other shipbuild- 
ing company, including death from 
bombing or any other act of war and 


Desirable to Work Where 
Defense Workers Reside 


More and more life insurance manag- 
ers realize that in order to get a new 
crop of prospects it will be necessary for 
their men to work in districts where de- 
fense workers reside. The salesmen who 
have been exploring these localities find 
that the field is quite fertile. A number 
of men are working at nights and there- 
fore are at home and can be seen during 
the afternoon. Where others are on dif- 
ferent shifts the aim is to make an ap- 
pointment to see them during the eve- 
ning time. While they are calling at the 
home they naturally broach the subject 
to their wives and get them acquainted 
with life insurance protection. 

A number of agents find that with 
their regular prospects the margin for 
investments has been decreased on ac- 
count of the higher cost of living. 











the cause of death arose while the in- 
sured was employed in the plant or 
yards of such company.” 

The company agreed to pay the re- 
serve of the policy, any insurance pur- 
chased by dividends and any dividend 
accumulations. 


Agents’ Role Is 
Essential in War 
Effort, Says Fischer 


Despite the great changes which are 
now taking place, the fundamental, 
underlying principles of human desires 
and wants remain the same, Chester O. 
Fischer, vice-president Massachusetts 
Mutual Life, pointed out in a recent 
talk to his company’s general agents. 

“The most important problem during 
the war years is that of fixing clearly 
in the minds of our sales and service 
representatives a clear-cut concept of 
their vitally important function in carry- 
ing on their work efficiently and effec- 
tively,” Mr. Fischer declared. 


Sound Morale Essential 


It is essential that agents realize that 
the most important and direct contribu- 
tion that they can make in the all-out 
war effort, other than serving in the 
armed forces if called, is carrying on 
successfully in their own jobs, he pointed 
out. “Sound morale on the part of our 
citizenry is essential, and the security 
of the family against the ravages of 
financial want builds and maintains 
morale. 

“It is essential that we carry on suc- 
cessfully our business of encouraging 
thrift and savings. In promoting such 
sound financial habits, we can be an 
effective ally of our government in its 
efforts to avoid the ruinous effects of 
inflation. Furthermore, continued ad- 
herence to such habits of thrift will 
greatly aid the people in meeting the 
economic problems which will confront 
them after the war has been won.’ 

The same reasons people buy life 
insurance—fear, uncertainty, increasing 
taxes and rising costs of living—are 
also the same reasons why some feel life 








insurance can’t be sold today, Mr. 
Fischer said. 
Inc. in 
U.S. U.S. Bonds 
Bonds* Owned 
Owned Since 
June 30, Dec. 31, 
1942 1941 
Baltimore Life....$ 2,134,500 $ 200,000 
Bankers Life, Ia... 68,447,034 8,338,187 
3ankers Nat., N. J. 300,000 —12,900 
Beneficial Life.... 3,967,300 560,000 
Berkshire Life.... 9,686,108 3,168,573 
Boston Mutual.... 9 *803.779 1,774,465 
California-West. . 7,559,525 904,000 
Central Life, Ia... 4,455,168 2,285,345 
Commonwealth ‘ 10,253,500 628,000 
Expressmen’s Mut. 1,569,000 —52,00 
General American 19, 278, 750 1,251,750 
Girard. TALC: ....6:5:0: 250,000 80,000 
Great National.... 303,740 77,940 
Home Friendly... 1,254,050 53,000 
+Imperial, Can.... 1,145,000 50,000 
Independent Life.. 230,400 99,950 
Indianapolis Life.. 2,706,650 486,200 
Jefferson National 75,00¢ 50,000 
Jefferson Standard 7,354,341 4,919,862 
John Hanc’k Mut. 169,540,000 46, At 000 


Kentucky Central. 1,786,000 315,000 
LaFayette Life... 881,500 Xi 


Lincoln Liberty... 175,200 60,000 
Manhattan Life... 2,480,000 1,950,000 
Manhattan Mutual Ry yes 51,600 
Mfrs. Life, Can... 1,340,000 
Massachus’ts Mut. 73° 320 000 8,800,000 
Midwest Life..... 97,500 107,500 
Nat. Fidelity Life. 826,150 316,000 
Nat. Home Life... 18,150 ioc. 

National Old Line. 95,49 95,019 
New York Life...1,023,279,489 135, 518. 065 
No. Amer. Reassur. 9°750. 1,470,000 
Northwestern Nat’l 29,922,305 1,671,343 
peweameng L., _— 985,150 360,500 
Oregon futual. 4,733,000 927,000 
Peoples Life, Ind.. 1,351,260 311,615 
Provident L. & A. 4,681,740 1,621,437 
Pyramid Life....... 305,500 —26,000 
Seaboard L., Tex.. 613,000 256,500 
Southwestern Life 24,612,318 7,362,007 
Union Central Life 77,060,404 9,106,622 
Union Labor Life 1,075,000 140,000 
United Benefit Life 642,100 406,000 
Volunteer State... 1,599,750 310,991 
West Coast Life.. 3,680,600 153, "300 
FRATERNALS 

Junior Ord. U.A.M. | |) 
Security Benefit... 1,139,875 1,550 





*includes guaranteed bonds of federal 
ee ye agencies. 


U. S. branch business only. 





Study “Marketing Life Insurance” by 
Dr. J. Owen Stalson. $6. Order from 
National Underwriter. 


Tendency to Get Off 
the Beaten Paths 


Life Insurance Salesmen 
Are Seeking the Defense 
Industry People 


Life insurance managers and general 
agents in studying the prospecting situa- 
tion today find that it is necessary to 
readjust to a considerable extent the 
present plans. The prospects that agents 
have worked up and have written in 
their books may still be prospects of 
different degrees. At least some of the 
prospects on their books are no longer 
prospects because of business dislocation. 

There is a new army of insurance 
buyers that has come in due to defense 
industries. Any able bodied man today 
can get a job of some kind. Farmers 
are hunting for help, for example. Any- 
one who has a trade can get work imme- 
diately. There is more money in circu- 
lation. 


Getting at Defense Workers 


The great army of so-called defense 
workers are not located for the most 
part in the central business districts of 
a city or town nor are they in the so- 
called fashionable residential areas. They 
are in more modest quarters. They are 
not in office buildings. Therefore the 
problem is now to get to these people. 
It is impossible to secure a list of names 
and addresses but it may require a cold 
canvass in various neighborhoods where 
it is known at least that some defense 
workers reside. Many of these work at 
night and therefore they can be found 
at some time during the day. Those at 
work in the day can be _ contacted 
through members of their families. Some 
offices are endeavoring to get someone 
connected with a defense organization or 
a number of such people to act as part 
time agents in furnishing names and 
addresses. 


Compulsory Savings Plan 


The President is insisting on compul- 
sory savings almost in order to ward off 
inflation. That is, he wants people to 
invest in defense bonds, life insurance or 
some other equally desirable form and 
not be buying so many consumers goods 
and thus force up prices. 

Those that have studied the situation 
take the position that an agency will find 
it very difficult to pursue the usual tenor 
of its way and have agents confine their 
attention chiefly to white collar people 
or those that have been good prospects 
in the past. The new veins of gold, ac- 
cording to the best authorities are far 
from the marts of trade, the financial 
investment area or office building streets, 
but it is necessary to get on the out- 
skirts and deal with the wage earners 
who are now getting good salaries. 





Midland Mutual Woman 
Agent at 25-Year Mark 





COLUMBUS, O.—Miss Edna A. 
Richmond is now celebrating her 25th 
anniversary with 
the Tice & Jeffers 
home office agency 
of Midland Mutual 
Life. 

This year she 
qualified for the 
company’s Leader 
Club. In the past 
25 years she has 
placed more than 
& 4$3,000,000 of good 
A: business. She is ac- 
4 A} tive in association 
~~ work and other 
groups. 

President George 
W. Steinman presented Miss Richmond 
a 25-year service pin. She is the first 
woman agent to earn this distinction. 










Edna Richmond 
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Common Disaster Clause and Replacement 
Practices Reviewed in Los Angeles 





LOS ANGELES—The common dis- 
aster clause and handling of replace- 
ments were discussed by the Life 
Agency Cashiers Association here. M. 
E. Clubine, Sun Life of Canada, and 
Albert F. White, Soper agency Phoenix 
Mutual, led the discussion of the two 
questions. 

In drafting common disaster provi- 
sions the recent practice is to name a 
beneficiary who is to receive the pro- 
ceeds if he or she survives the assured 
for a period of time, usually 10 to 30 
days or providing he or she makes 
claim and receives settlement, Mr. Clu- 
bine explained. If a waiting period is 
specified then the beneficiary does not 
acquire title until that period has ex- 
pired. If he or she survives, but dies 
before settlement has been made, then 
the provisions made do not accomplish 
the desired result. By the same token, 
if the settlement provides for payment 
on presentation of claim a law suit may 
result, as an executor or administrator 
during his or her lifetime. The only 
sure method of passing title to succeed- 
ing or contingent beneficiaries, accord- 


ing to Mr. Clubine, is by using the in- 
terest and installment options in the 
policy, with a further provision author- 


izing any beneficiary to withdraw the 
principal in whole or in part while en- 
titled to receive the interest or install- 
ment income, 


Restrict Gift of Principal 


“Under the so-called ‘common dis- 
aster clause’ a restricted gift of prin- 
cipal is made under a lump sum settle- 
ment, while under the settlement option 
a gift is only made of the interest or in- 
stallment providing the payee is alive 
on due date. In effect title to the prin- 
cipal vests in the company to be paid 
out under the terms of the contract. It 
may be argued that if the settlement can 
be deferred so as to accrue to a con- 
tingent beneficiary under the settlement 
options, why cannot a contract be en- 
tered into to do the same thing on a 
lump sum settlement? The difference is 
very significant. Under the options a 
gift has only been made of the interest, 
while under a lump sum settlement a 
gift has been made of the corpus or 
principal,’ Mr. Clubine explained. 


Variety of Views 
Found on 


Present Market 


NEW YORK—There are_ probably 
three major schools of thought among 
general agents today on the subject of 
selling life insurance in the present 
market. One view holds that the agent, 
with a little more work, can continue 
to sell the type of prospect he has 
always sold, the business and profes- 
sional men in the higher income brack- 
ets, by adding a few new prospects in 
the lines which either have continued 
pretty much unchanged by the war or 
those which have been stimulated by 
the war to replace those who drop out 
in his clientele. 

_A second view holds that present con- 
ditions are not propitious for agency 
development and that this is a time for 
retrenchment and cutting down on ex- 
penses whenever possible and conserv- 
ing resources until business is able to 
return to normal. An exponent of this 
view stated that he had lost $1,000 a 
month for some time back in 1932-1933 
and he is not going to be caught again. 
He is saving $1,500 on his rent by mov- 
ing to less expensive quarters and is 
keeping close check on developments. 
He feels that it is impossible and per- 
haps undesirable for the agent to en- 
deavor to change his prospecting meth- 
ods in an endeavor to reach the wage 


In handling replacements, “we are 
treading on dangerous territory,” Mr. 
White pointed out. There are two prin- 
cipal classifications—original and pres- 
ent date changes. As a general rule and 
whenever practical an original date 
change is the most advantageous to the 
policyholder, due to the fact that he re- 
tains his old interest guarantees ap- 
plicable to reserves, dividends and settle- 
ment options as well as no war clause 
restrictions, to say nothing of old dis- 
ability clauses which exist in many 
companies. Phoenix Mutual, for ex- 
ample, believes it so much to the in- 
sured’s advantage that it will pay only 
reversed commissions when old insur- 
ance is replaced within two years of 
date of cancellation of old policy. Re- 
versal means difference in commissions 
between old and new insurance. There 
is one general exception to this rule. 
Full commissions are usually paid when 
an endowment policy is loaned to the 
hilt and is replaced within a short time 
of maturity. 


Evidence of Health Required 


“Evidence of health is required on the 
same basis as new insurance in the case 
of a present date replacement and we 
merely grant the insured the net cash 
value to apply on the first premium of 
the new policy,’ Mr. White explained. 

“Our attitude differs, of course, on 
original date changes, but even there a 
good horse may be overworked. If it is 
true that every man is better off re- 
writing 20 pay to ordinary life, why 
issue high premium insurance at all? 
When an insured has heavily loaned 
high premium policies a rewriting to a 
lower plan as of original date is often 
advantageous, but I do question the ad- 
visability of unsettling a policyholder 
and rewriting high premium plans with 
the idea of reinvesting the surplus funds. 

“In original date changes we credit 
the policyholder with the difference in 
reserve which, of course, may be se- 
cured in cash or applied as a loan credit 
when a loan is involved. We always re- 
quire evidence of health in rewriting to 
a lower premium plan and rewrite on 
the full face value, merely crediting the 
loan with the difference in reserve.” 





earners. Much of this business will go 
off the books in the post war adjust- 
ment, he believes. If an agent can’t 
make a living, he should leave the busi- 
ness and try something else. 

A third point of view can be ex- 
pressed in the attitude that agents must 
change their prospecting and selling 
methods to meet the needs of the mil- 
lions of wage earners who are making 
good money. These agencies are plan- 
ning their development work pretty 
much as they always have, with certain 
changes made to adjust their activities 
to the new life insurance market. They 
are training their men on the funda- 
mentals, simple programming, and sup- 
plementing social security benefits with 
life insurance. Agents must take a leaf 
from the book of the industrial agent 
and do more night work in the homes 
of prospects, with the wife present. The 
importance of developing centers of in- 
fluence is emphasized because it is diffi- 
cult to find out whom these people are 
and to interview them in the daytime 
during working hours. 


O’Keefe Named in Springfield 

State Mutual Life has appointed L. G. 
O’Keefe general agent in Springfield, 
Mass. 

He has been associate general agent 
in Springfield since 1939. A graduate of 
Harvard in the class of 1912, Mr. 
O'Keefe entered life insurance in 1916 
and had a long and successful career in 
the home office and in sales work before 
joining State Mutual in 1939. 














—"DOUBLE TEN"! 


FOR THEM 


A Provident policy owner, who was then 29, wanted 
to provide financial security for his wife and two- 
year-old daughter. It was for them that he bought 
a $5000 life insurance policy eight years ago, as a 
start on an insurance program he intended to build 
up. A few years later he added a $10,000 policy to 
bring the total nearer the standard of living he 
wanted his family to maintain. Early this year he 
died at age 37, after an illness of four months. 


The income from this insurance is all his widow and 
daughter, now 10, have to live on. She received 
$2000 in cash to clean up expenses, and will receive 
$150 a month for a little more than seven years. 


That widow still has a real problem, though. She 
phrased it this way, when she talked to our agent: 
‘What will I do when the income stops?” She has 
had no business training, her mother has to make a 
livelihood for herself, and her husband's family do 
not feel kindly toward her. 


The husband figured he had plenty of time to build 
up his insurance to a point adequate to meet the 
circumstances. He hadn't. 


The Provident DOUBLE TEN would have provided 
a suitable income for life. It doubles the amount 
of insurance at slight additional cost. 
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Regional Rallies 


Replace Convention 


(CONTINUED FROM PAGE 3) 





ment securities for war purposes in 
which the Northwestern got anywhere 
near the amount it subscribed for. I dare 
say the same is true of the other life 
companies. I repeat that life insurance 
has in the past, and I am sure it will 
again if the need exists, invested all its 
funds in government bonds. 


Premiums Serve Double Purpose 


“Surely we all want to preserve the 
social and economic structure of Amer- 
ica while we are winning the war. Pre- 
miums paid to life insurance companies 
serve the double purpose of financing na- 
tional needs and also of providing pro- 
tection for individuals and families, giv- 
ing assurance of funds for emergency 
and providing security for the future. 

“You know the constructive service, 
personal and public, that life insurance 
renders to America and its people. Be not 
disturbed or discouraged in maintaining 
that service by petty or misguided criti- 
cism, Official or otherwise,” Mr. Cleary 
urged. “The last dozen years demon- 
strated the capacity of life insurance to 
save home, families and businesses, and 
also to preserve and stabilize our social 
and economic structure as no other insti- 
tution or service did.” 

_Members of the various general agen- 
cies were assigned to present definite 
parts of the program from material pro- 
vided, after their general agent had 
opened the meeting with appropriate re- 
marks and an explanation how the Asso- 
ciation of Agents annual meeting cancel- 
Jation had resulted in general agency 
meetings throughout the country “to 
bring the Northwestern organization and 
the home office together in spirit even 
though not assembled as done heretofore 
continuously since 1877.” 

Cover Market in 1942 

Material covering “The Market in 
1942,” prepared by the assistant agency 
directors on subjects with which they are 
most closely associated, was then given 
by members of the general agents’ staff. 
These subjects covered an analysis of the 
life insurance market in war time, stress- 
ing the market in 1942 is in the war pro- 
duction industries, not only among re- 
fense workers but the frequently neg- 
lected field of “white collar workers” 
among officials, technicians, engineers 
and others who are also sharing in in- 
creased incomes with the plant workers. 
Other prospecting and sales ideas, an an- 
alysis of how new agents look at 1942, 
the rural market, and a number of other 
equally important subjects were dis- 
cussed. New sales promotion material 
explained included simple programming 
using social security approach, selling 
the young business and_ professional 
woman, family income proposal plan, 
August national advertising, organizer 
sheets, new material on the estate con- 
servation market, and current promotion 
ideas and selling tools. 

Booklets listing all honor agents and 
production groups were distributed. The 
general agency scroll, listing agents of 
the particular agency to receive honors 
and awards over the signature of Presi- 
dent Cleary and Mr. Hill, was displayed 
at each meeting, and the general agent 
outlined the achievement of his agency 
and presented company honors and As- 
sociation of Agents awards, pins and 
prizes to winners in his agency. 

Hill Predicts Big Year 


As. has been customary at the annual 
meetings of the association at the home 
office in years past, Mr. Hill, this time 
by transcription, appeared as the final 
speaker to extend appreciation and con- 
gratulations for the part each agent 
played in making the past year a suc- 
cess. He reviewed the increase in busi- 
ness and in the number in each of the 
production clubs, and pointed to some 
of the exceptional accomplishments of 
leading producers and honor winners. 

“I predict,” Mr. Hill said, “that you 
will see more Northwestern Mutual poli- 
cies sold this agents’ year than in the 
one just past. I say that despite the fact 


that many of the company’s leading 
agents are now in uniform and more are 
going each week. Their going makes it 
all the more incumbent upon those of us 
who remain to carry to the American 
people the message of life insurance, and 
the peace of mind and certainty that it 
provides in these uncertain times, for 
themselves and their families, whether 
they live too long or die to soon.” 


Cites Civil War Sale 


One of the many interesting cases par- 
ticularly apropos of these hectic times, 
Mr. Hill related, was in 1864, during the 
Civil War. Mr. H. D. M. purchased a 
policy in the Northwestern and a few 
months later purchased policies for each 
of his three sons, Herman, Edwin and 
Walter. s 

“Tn 1875, just 11 years later, the policy 
on the father’s life was paid. It was, 
moreover, paid in that period which the 
economists like to call the ‘secondary 
post-war depression,’ so you can imagine 
those life insurance dollars were doubly 
appreciated. Had the father deferred 
that purchase because there was a war in 
progress, or because he was worried 
about inflation, deflation, depressions 
ahead or what-have-you, the story would 
have been different. 

“The son Walter’s policy was paid in 
June, 1918, when the United States was 
engaged in another war. Herman’s pol- 
icy became a claim in the midst of the 
depression of 1933, and the third son's 
policy was paid as a death claim Dec. 19, 
1941, when this country was again at 
War. 

“True, wars and depressions have 
come and gone these 85 years that the 
Northwestern Mutual has served the 
American people, but in every instance 
those claims have been paid in full and 
on time. And in each instance you may 
be sure the beneficiaries have been 
mighty thankful that the insured recog- 
nized the need for protection and had 
the foresight and courage to do some- 
thing about it. 


Protection for 36 Years 


“Each of those four policies was paid 
as a death claim. But there are so many 
ways in which life insurance can and 
does serve. For example. Back in 1906 
aman in Virginia, age 37, bought a small 
policy on the ordinary life plan, no doubt 
with protection uppermost in his mind 
at the time. Today that man is 75 years 
old and listen to this paragraph from a 
letter received from him just a few days 
ago: 

“*Turning in this 36-year old policy is 
just like parting with an old friend. In 
addition to having given me a sense of 
security through all these years, it has 
also tided me over at least two critical 
periods. But it is now helping me buy a 
life time membership in a splendid home 
for elderly people and will thus continue 
to serve the purpose of caring for my 
wife and me the remainder of our lives 
in a most splendid way. 


Expresses Deep Appreciation 


“*T want to tell you how greatly I ap- 
preciate your courteous, prompt, correct 
and efficient service in connection with 
this small policy all of these years. This 
also goes for your Richmond representa- 
tives.’ 

“Yes,” Mr. Hill commented, “what a 
product we have to sell and what a mes- 
sage we have for these times. It is our 
duty and privilege to work as we have 
never worked before in our chosen field 
of selling life insurance. While we re- 
main in civilian life we can and are of 
real help in this war by purchasing to 
the extent of our ability and aiding in 
the sale of war bonds, by active partici- 
pation in the various forms of civilian de- 
fense and by the many other means 
known to all of us. 

“So, it’s heads up, chest out and a lot 
of straight thinking and good, old fash- 
ioned hard work as we do our part ot 
the important economic front, yes, 
mighty important front in this country 
we hold so dear,” Mr. Hill concluded. 


Big Demand Now 
for Group Cover 
Is Generally Seen 


The tremendous increase in the vol- 
ume of new group sales has been one 
of the phenomena of the business this 
year and has helped maintain total life 
sales above 1941. The group people are 
having quite a field day. 

All of the new group business, accord- 
ing to those in charge of group selling, 
is coming from concerns that are par- 
ticipating in war production. There is 
little or no business from other sources. 


Big Increase From Contract Holders 


While the amount of increase result- 
ing from new group contracts is very 
substantial, the increase in insurance in 
force is extremely large from contract 
holders that have thousands of new 
employes. 

The group producers today find very 
little difficulty in selling the coverage. 
Their one problem is to catch the em- 
ployer or his insurance buyer with 
enough time to discuss the matter. 
Group men say they have never had 
any trouble in the past selling employes. 


Few of them have had an economic 
margin, and they are keenly aware of 
the need for protection. The only trou- 
ble in the past has been selling the 
employer, and he no longer is difficult 
to convince. } 

Employers used to pay as little as 
one-fourth and took the insurance on a 
“test” basis. If they liked it, perhaps 
later they would add other benefits, 
such as accident and health and hospi- 
talization. Nowadays they readily pay 
one-half of the contribution and are 
taking a “full program” of life, accident 
and health, etc. 


Indianapolis Life Picnic 


The annual home office picnic of In- 
dianapolis Life was held Tuesday with 
150 participating. At the informal gath- 
ering following the dinner prizes con- 
sisting of war savings stamps were 
awarded in the contests of skill and wits. 
E. F. Kepner, assistant agency secre- 
tary, was master of ceremonies. 

Edward B. Raub, president, said new 
business written the first six months 
showed a gain of $3,815,000 or 62 per- 
cent over the first half of 1941. The 
volume for the first six months was 
greatest since 1935 and the lapse ratio 
was notably low. 
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LIFE « ACCIDEN® - HEALFH INSURANCE 


SMALL enough to be BIG! 


To the average agent in the field a good life in- 
surance company to represent is not measured by 
size alone. More important than size is how good 


and what kind of a Home Office. 


Union Mutual's insurance in force passed the 
$100,000,000 mark in June. 
$27,000,000. That's not small! It has offices in 18 
states including New York, where it has operated 


But, more important to the agent, it has char- 
acter . . . character springing from 95 years of 
sound New England management . . . character 
worth money to its field men. Most important of 
all it has a cooperative, aggressive Home Office. i 


UNION MUTUAL 


LIFE INSURANCE COMPANY 


PORTLAND MAINE HOME OFFICE 


ROLLAND E. IRISH, President 
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Insurer Wins 
Important N. Y. Case 
on Status of Agent 


Columbian Protective Association of 
Binghamton, N. Y., has won a favorable 
decision from the New York supreme 
court, appellate division, third depart- 
ment, in an issue involving the status of 
an agent under the state unemployment 
compensation act. This is said to be 
the first case testing the question inso- 
far as agents for accident and health 
companies are concerned and has con- 
siderable importance because hundreds 
of accident and health agents have filed 
claims for unemployment benefits. 

The referee of the unemployment in- 
surance board held that the agent, Elias 
D. Waroshill, was an employe within 
the meaning of the unemployment com- 
pensation act and that Columbian Pro- 
tective was liable for contributions un- 
der the act. General Counsel John A. 
Millener of Columbian Protective took 
an appeal to the unemployment insur- 
ance appeal board, which affirmed the 
referee’s decision. Then Mr. Millener 
appealed to the appellate division of the 
supreme court which’ reversed the ap- 
peal board on both the law and the facts 
and determined that Waroshill was an 
independent contractor. 


Remuneration Was Continuous 


Waroshill solicited applications on be- 
half of North American Accident and 
Metropolitan Life as well as for Co- 
lumbian Protective and he testified that 
most of his business was on behalf of 
North American Accident. The court 
pointed out that upon termination of 
his representation of Columbian Protec- 
tive he did not become unemployed. He 
still solicited insurance for the other 
two companies. His remuneration from 
all three companies was on a commis- 
sion basis. He had no fixed hours or 
territory. He was not even required to 
make periodical reports to the office of 
Columbian Protective. He had no office 
and he did not use the office of Colum- 
bian Protective in any way in his so- 
liciting. He was not under Columbian 
Protective control either as to time or 
method of salesmanship. The court said 
he could have represented a dozen com- 
panies or held one or more jobs wholly 
aside from the insurance business and it 
would have been agreeable to Colum- 
bian Protective. The latter was inter- 
ested only in the policies sold by 
Waroshill. 

The appellate court in holding for 
Columbian Protective cites the matter of 
Fidel Association of New York, Inc., 
259 App. Div. 486, Affd. 287 N. Y. 82 
and Wilson-Sullivan Company, Inc. vs. 
Miller 263 App. Div. 162. Moreover 
the court observed that the unemploy- 
ment insurance appeal board in the past 
in numerous cases had held that per- 
sons such as Waroshill were independ- 
ent contractors and there is no basis in 
law or facts for the change in the 
board’s policy. The previous cases in 
which the board has held against the 
claimant according to the court are 
Monarch Life, case No. 3037-40; Mu- 
tual Life, case 2981-40; E-354-39; claim 
of F. H. Meeker, App. 825-39 and New 
England Mutual Life, App. 3649-40. 





Scans Enemy Alien Issue 


A memorandum on the question of 
claims of enemy aliens under insurance 
contracts and their rights to bring legal 
action has been prepared by Actuary 
Dick M. Wheat of the Kentucky de- 
partment. He observed that the Ken- 
tucky statutes do not prohibit any en- 
emy alien from enforcing insurance 
claims in Kentucky courts and he gives 
the opinion that an insurance company 
in Kentucky could not deny liability 
under a policy merely because the pol- 
icvholder is an enemy alien. 

If settlement under an_ insurance 
policy in Kentucky had been in dispute 
but the dispute had been resolved in 


Meeting the War 
Bond Objection 


_ One of the most frequently heard ob- 
jections today is that the prospect is 
committed to a program of purchasing 
war bonds, and this leaves him little to 
put in life insurance. 

One agent is meeting this objection 
by stating that the purchase of war 
bonds is an excellent thing but the pros- 
pect shouldn’t neglect his own protec- 
tion. What he should do is to buy war 
bonds, and at the same time take out 
ordinary life to meet his insurance 
needs. When the war bonds mature the 
prospect can take the cash and convert 
the ordinary life to retirement income as 
of the date of the ordinary life policy. 

This argument has a strong and logi- 

cal appeal to many buyers, and the 
agent is selling a considerable amount of 
business. 
_ Another agent calls attention to the 
fact that when the war bonds mature, 
the owner will have to find something 
else in which to invest the money, or it 
will be dissipated in current living. He 
suggests the prospect buy term and con- 
vert to ordinary life on maturity of the 
bonds, or buy ordinary life and convert 
to retirement income. The cash he will 
need to convert can be made to equal 
what the war bonds yield. 

One company is having its agents use 
a pledge in each interview, the pledge 
promising to invest a certain percent- 
age of this sale in U. S. government 
bonds. The agent brings out the 
pledge with the application, and “coun- 
tersigns” it in the prospect’s presence. 
It has been very effective in talking 
with those prospects who feel they can- 
not buy insurance because they want 
to buy more war bonds. ; 








Employer, Paying Premium, 
Can Collect Even Though 


Insured Has Left Employ 


ATLANTA—Judge Etheridge in su- 
perior court here ruled that an employer 
has a right to insure the life of an em- 
ploye and to collect the proceeds of a 
policy or policies, even though the em- 
ploye had severed his relations with the 
employing firm before his death. The 
decision awarded to Lipscomb-Ellis Co., 
Atlanta local agency, the proceeds of 
two $25,000 policies on the life of the 
late A. B. Chapman, a key employe of 
the firm for several years. 

The policies were taken out in 1929 
by the Weyman Mortgage Co. and Wey- 
man & Connors, insurance and realty 
corporation, and both policies were as- 
signed to Lipscomb-Weyman-Chapman 
Co., now Lipscomb-Ellis Co. Mr. Chap- 
man, an employe and officer of the two 
companies when the policies were writ- 
ten, severed all business relations with 
the successor company in 1937, but 
Lipscomb-Ellis Co. continued to pay the 
premiums. 

Mr. Chapman died last September 
and his executor claimed that no insur- 
able interest could rest with Lipscomb- 
Ellis Co., as a constructive trustee, in 
Mr. Chapman’s life. The court held the 
original companies buying the insurance 
had a right to assign it to persons or 
companies having no insurance interest 
in Mr. Chapman’s life. 








favor of the claimant who is now an 
enemy alien, Mr. Wheat voices the 
opinion that an insurance company in 
Kentucky could not withhold payment 
under an accident and health policy or 
any other contract where the company 
is ordinarily required to make continu- 
ing payments. 

Until the President sees fit to issue 
a proclamation affecting the rights of 
enemy aliens within this country, there 
would be no restrictions imposed by 
law upon the contractual right of enemy 
aliens, according to Mr. Wheat. 
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CC It is our objective to provide our 
field representatives with all 
necessary tools, tangible and 


intangible, with which success is 
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achieved in insurance selling. 99 
WALTER W. HEAD, President 
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General American Life underwriters 
capitalize on the value of selling 
“Multiple line” coverage. Today, 
through a flexible program of Life, 
Group, Salary Savings and Accident 
and Health, they offer protection that 


meets current needs. 


Right now they’re presenting two 
new, money-making sales ideas—at- 
tractive, low-cost accident protection 
and “non-occupational” accident cov- 
erage. 

Successful insurance underwriters 
are alert to the advantages of affilia- 
tion with this strong, soundly man- 
aged, agency-minded company. 


Write Jack T. Lynn, Vice President. 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


WALTER W. HEAD, President 


St. Louis, Missouri 





MULTIPLE LINES: Participating « Non-Participating e Salary Savings « Juvenile « Sub- 


cial Accid and Health and Hospitalization « Group Life 
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Wholesale Insurance e Group Accident and Sickness « Group Accidental Death and Dismem- 
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honor for making the highest percent- 
age of increase over production in their 
preceding class, and honorable mention 
for the largest volume in their class. 
W. H. Fee, Newark, N. J., won the 
junior certificate of honor in the gold 
section with a 59 percent increase over 
his silver button production last year. 
His production the past year totaled 
$245,963, and his Group N volume for 
the three years was $553,293. Honor- 
able mention in the gold button class 
went to R. E. Costelo, Champaign, IIL, 
with $423,500 as the largest production 
in the gold section. In three years he 
has produced $1,110,282. Also receiv- 


ing gold buttons were R. J. Moser, 
Evansville, Ind., and Solomon Smith, 
Boston. 
Awards in Silver Section 

C. J. Hoffman, South Bend, Ind., 


with 107 percent, had the highest per- 
centage of increase in the silver section 
over his bronze button production. He 
paid for $389,168. Honorable mention 
went to Meyer Weiner, Lansing, Mich., 
with $570,160, the largest volume in the 
silver button group. He also qualified 
in each of the last two years as a 
Marathonian and this year for the Half- 
Million club. Eighteen agents qualified 
for silver buttons, a net gain of seven 
members over last year. 

Thirty-nine agents qualified for bronze 
buttons, comnared with 36 last year. 
A. J. Ostheimer, III, Philadelphia, an 
agent for Northwestern since June 6, 
1941, paid for $1,271,680 in the agents’ 
year and qualified for the Million Dol- 
lar Club. Of that amount $869,517 on 
40 lives counts toward Group N_ hon- 
ors and earns for him honorable men- 
tion in the bronze section. 

Twenty-six agents in 14 states quali- 
fied for membership in the Marathon 
Club by paying for insurance on 100 
or more lives personally written in the 
agents’ year. Illinois and Iowa _ had 
four each, Wisconsin and Nebraska 
three each, South Dakota and Pennsyl- 
vania two each. The K. M. Snyder 
general agency at Omaha led the agen- 
cies with three members. J. P. Wen- 
inger, Allenton, Wis., winner of the 
“XX” honor, led with 220 lives and 
becomes club president. 


Cowell Gets Cup Permanently 


The Marathon 
Weninger this year 
manent cup of Emmett 
Bud, Ill, who won it four times in 
the 10-year period. A new cup will 
be offered for competition in the next 
similar period. Runner up _ for the 
presidency was Leonard Moline, Win- 
slow Burnette general agency, Sioux 
Falls, S. D., with 186 lives, who won 
the first Marathon membership in his 


tronhy awarded Mr. 
becomes the per- 


Cowell, Red 


state. L. A. Walla of the same agency 
qualified as the second member this 
year. 

Other Northwestern Mutual agents 


who qualified for the Marathon Club 
this year are: L. T. Stern, Minneap- 
olis; F. L. Pike, Oxford, Wis.; H. G. 
Fricke, Omaha, Neb.; A. H. Smith, 
Nashville: G. FE. Loveless, La Porte 
City, Iowa; L. R. Schultz, Philadel- 
phia; L. P. Schwinger, Waterloo, Ia.; 
S. S. Sloan, Paris, Ky.; Meyer Weiner, 
Lansing, Mich.: C. S. McFarland, 
Palmerton, Pa.; H. E. Hauter, Quincy, 
Tll.; Roe Walker, Bloomington, Ill; 
Rudolph Mislivecek, Hillsboro, Wis.; 
. S. Hook, Wayne, Neb.: M. H. 
Phelps, Norwich, N. Y.; R. R. Brown, 
Winston-Salem, N. C.; D. FE. Harris, 
Des Moines, Ia.; Paul Miller, Jr., 
Omaha; R. J. Moser, New Albany, 
Ind.: F. B. McTigue, Fort Dodge, Ta.: 
H. L. Maltenfort, Chicago: M. H. - 
ernathy. Cochran. Va. and R. M. 
Kerst, Freeport, Il 

Five agents completed 10 years con- 
tinuous membership in the 4-L Club. 
requiring monthly production of four 
lives. They are Fred and Grace 
Niederhaus, Vincennes, Ind.: David 
Harris, Des Moines; A. O. Sundquist, 


Sioux City, Ia., and Lewis Stearn, Min- 
neapolis, Thirtynine agents hold 12 
months’ or more membership in the 
club, ranging up to 107 consecutive 
months held by E. L. Fryer, Jr., At- 
lanta, Ga. 

Iorty-three agents attained the Half- 
Million-and-Over Club, an increase of 
200 percent. Members of the $1,000,- 
000 Club, based on gross amounts of 


paid-for business, are: Dr. C. E. Al- 
bright, Milwaukee, $3,539,588; E. M. 


Klein, Cleveland, $2,161,141; <A. J. 
Ostheimer, Philadelphia, $1,271,680; H. 
B. Ruhl, Detroit, $1,257,133; E. H. 
Earley, Brooklyn, N. Y., $1,094,250, and 


H. L. Peebles, Charleston, W. Va., 
$1,047,506. 

The $750,000 Club members are 
Franklin Morse, -South Bend, Ind., 
$912,665; Alden H. Smith, Nashville, 
$784,056, and Herman: Duval, New 
York City, $777,930. 


A. A. Hauser, district agent, Hart- 
ford, Wis., of the Marue Carroll gen- 
eral agency, Oshkosh, Wis., won the 
District Agents’ Cup for 1941-42, His 
district secured 9.54 points out of a 
possible 10, based on eligibility rules 
and qualification in these five factors: 
Paid for per capita, ratio of agents pro- 
ducing $10,000 to insurable population, 
ratio of new producing agents added 
to insurable population, lives to insur- 
able population, and an increase over 
the previous year’s production. Mr. 
Hauser’s district ranked first in four 
and second in the other factors. 

The other district agencies leading 
in the competition were J. T. Stephany, 
Port Washington, Wis.; Glen  D. 
Palmer, Yorkville, Ill., V. M. Brock, 
3attle Creek, Ia., and Vern W. Huber, 
Delavan, Wis. 

District agency certificates are 
awarded to the two agencies in each 
region who led in paid-for business in 
the year. D. H. Tompkins, Charleston, 
W. Va., with $1,944,581, led the coun- 
try as well as Region 2, in which sec- 
ond place went to J. D. Walter, Ten- 
nessee. In other regions first and sec- 
ond places were won by: Region 1, 
Paul Castner, Connecticut, and J. E. 
Pool, Delaware; Region 3, W. C. Dun- 
bar, Indiana, and M. E. Perry, Ohio; 
Region 4, G. R. Wettengel, Wisconsin, 
and R. D. Boughton, Wisconsin; Dis- 
trict 5, Bradgon & Schwinger, Iowa, 
and F. S. Young, Iowa; District 6, B. 
B. Boyd, Missouri, and H. A. Rinder, 
Nebraska; District, 7, G. A. Demeter, 
New Mexico, and H. E. Ferber, Wash- 


ington. 
The Kenneth M. Snyder general 
agency, Omaha, won the General 


Agents’ Achievement cup, awarded an- 
nually on a graded point system, with 
1,168 out of 1,350 possible points. The 
seven factors are: First year lapse, 
ratio of gain in force to new paid-for 
business, previous member lives, pro- 
duction from new agent, 4-L Club mem- 
bers to. total agents, percent of in- 
crease in number of producing agents 
over their five-year average, lives in- 
sured to insurables, paid-for business 
per capita, and percent of increase in 
business over the five-year average. 

Northwestern Mutual’s paid-for busi- 
ness for the agents’ year 1941-42 ended 
May 31, totaled $257,079,724; increase 
$49,140,662 or 23.63 percent. The ten 
leading general agencies in volume, 
were: Hobart & Oates, Chicago; Charles 
R. Eckert, Detroit; C. L. McMillen,New 
York City; Victor M. Stamm, Milwau- 
kee: B. J. Stumm, Aurora, Ill.; Marue 
Carroll, Oshkosh. Wis.: P. T. Allen, 
Buffalo, N. Y.: W. J. Mack, Cincinnati; 
Rudolph Recht. New York, and Mur- 
phy & Mage, Los Angeles, Calif. 


Group Association Resignations 


Metropolitan Life has resigned as a 
member of the Group Association. 
Equitable Society and Prudential with- 
drew from the association some weeks 
ago. 


Midland Mutual's 
Leaders for Year 


Every full-time agent of two agen- 
cies of the Midland Mutual Life quali- 
fied for the company’s production 
clubs. The J. N. Sokohl Agency, 
Philadelphia, and the J. R. Campbell 


state agency, Parkersburg, W. Va., 
were sent checks totaling more than 
$1,000. 

Clubs Have 11% Increase 

The Midland Mutual’s production 
clubs, President and Leader, which 


ended June 30,'‘had 52 members. This 
represents an 11 percent increase in the 
1942 membership. The bases for awards 
in these clubs are production and per- 
sistency of first year business. To re- 
ceive a top award for their Leader 
Club, an agent must pay for $100,000 
of business, exclusive of single pre- 
miums and annuities, with premiums of 
$25 per thousand, and lapse ratio not in 
excess of 7.5. For the President Club, 
the volume qualifications are $150,000 
with the same conditions as the Leader 
Club. 

The Sokoh] and Campbell agencies 
had all of their full time men qualify 
for membership in one of these clubs. 

The Tice & Jeffers agency, Colum- 


bus, O., had the largest number of men 
qualify. 

Other agencies with more than one 
member qualifying are: J. R. Mayfield, 
Indiapaolis; Charles E, Sherer, Marion, 
Q.; A. G. Gabriel, Detroit: W. T. 
Trump, Dayton, O., and E. O. Mow- 
rer, Akron, O. 

Twenty-two President Club members 
paid for over $4,500,000. Thirty mem- 
bers of the Leader Club paid for over 
$3,000,000. 


Robinson Gives Address 
to Indianapolis Kiwanians 


C. C. Robinson, editor of the “Insur- 
ance Salesman,” talked to the Indianapo- 
lis Kiwanians on “What I Would Like 
to Know About Life Insurance.” Mem- 
bers had been invited to send in their pet 
questions and Mr. Robinson gave a good 
account of himself in answering them. 
He told the member who wanted to 
know if the country would have inflation 
like that which flattened out Germany 
financially after the last war, that “Ger- 
many owed everybody, whereas, in our 
case, everybody owes us,” and he didn’t 
think, consequently, that the elements 
exist to reproduce that experience in this 
country. A. J. Wohlgemuth, president 
of “Rough Notes,” program chairman, 
introduced Mr. Robinson. 





What does Freedom mean? 


of defense. 


the nation. 


brothers and a host of others. 


chair. 
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Lid Succdem ‘Ring! 


It means the surge of pride in the patriot’s bosom which burst forth in an 


exultant paean of joy when he saw that “our flag was still there.” 


It means the rich red blood of American youth spilt lavishly on the altar 
It means the chance for an immigrant’s son to sit on the Supreme Court of 
It means the unhampered genius of Henry Ford, and Edison, the Wright 


It means reading a free newspaper, listening to a radio commentator’s 
personal opinions, telling the neighbor how you would run the war. 

It means walking up the shadowy path to your front door tonight without 
fear of the sudden pounce of gestapo agents. 


It means an extra glass of health-giving milk for the baby in his high 


It means purple mountains, babbling brooks, horizon-less plains all 


encompassed within that magic name “America.” 


A RIM 


It means, too, the sheltering wing of life insurance which shields the family 
against financial disaster. ¢ It means “‘women and children first,” 
her own for the widow, high school and college for children, peace and 
security for the aged. ¢ In these latter aims, the Franklin has for 58 years 


contributed its full share that throughout our Jand Freepom may ring. 
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CHAS. E, BECKER, PRESIDENT 
DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 
Insurance in Force Exceeds $230,000,000.00 


iy INSURANCE 
A COMPANY 


SPRINGFIELD, ILLINOIS 

















XUM 


XUM 


Rutherfo d Is i 
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tary and editor of “Life Association 
News,” and Donald F. Barnes, asso- 
ciate editor and director of research. 
Mr. Rutherford was drafted for the 
job by a special committee composed of 
John A. Witherspoon, John Hancock, 
president of the association, chairman; 
Walter E. Barton, Union Central, 
treasurer, vice-chairman; Grant Tag- 
gart, California-Western States, vice 
president; Herbert A. Hedges, Equi- 
table of Iowa, secretary; Charles J. 
Zimmerman, Connecticut Mutual, and 
Harry T. Wright, Equitable Society, 
past presidents, and William H. An- 
drews, Jr., Jefferson Standard, trustee. 


High Qualities Called For 


The committee sought a man from 
the field who understood the problems 
of the association from the field man’s 
viewpoint, who would formulate the as- 
sociation’s policy and act for it, who 
had the capacity and background to 
handle legislative activity and be a 
goodwill ambassador, and who had the 
ability to appear before local associa- 
tions and assist in their organization 
problems. 

Mr. Rutherford, 47, is a graduate of 
the University of Arkansas and the 
Arkansas law school, from which he 
was graduated at the head of his class. 
He sold real estate while in school and 
after graduation, and became president 
of the Arkansas Real Estate Associa- 
tion. He was the author of the real es- 
tate license law of that state. 

He entered life insurance with Penn 
Mutual in Little Rock in 1931. He 
served as agent and supervisor there 
until 1933, when he went to Nashville 
for some months as a special home of- 
fice representative. In 1934 he was ap- 
pointed general agent in Des Moines, 
and late in 1940 he assumed the post of 
general agent at Seattle. 


Rutherford’s Association Activities 


His activities in local, state and na- 
tional associations have been numerous. 
He has been president of the Little 
Rock association, the Des Moines gen- 
eral agents’ and managers’ group and 
the Iowa state association. He was ac- 
tive in the National association’s Des 
Moines convention in 1935, and was 
chairman of the sessions committee. In 
1938 he was chairman of the National 
association’s credentials committee, and 
the following year of its “On to Phila- 
delphia” committee. 

During the past year he has been 
chairman of the convention program 
committee. He was appointed a trus- 
tee of the association in February, 1940, 
and was reelected for a twoyear term 
at the Philadelphia convention in 1940. 
Last year at the Cincinnati convention 
he delivered one of the feature ad- 
dresses, and he has been a_ favorite 
speaker at sales congresses and asso- 
ciation meetings in all parts of the 
country. 

The association’s appointment of Mr. 
Rutherford was made only after a 
thorough survey of the field which in- 
cluded consideration of more than 20 
possibilities for the position. 


Uniform War Clause Plan 
Before Commissioners 


(CONTINUED FROM PAGE 1) 

This is said to be only the report of 
the sub-committee and is subject to 
action by the life committee of the 
commissioners, as well as the executive 
committee. 

The life companies are said to be 
reluctant to take action toward insti- 
tuting a uniform war clause because 
they fear what the federal government 
will think if they do so. The tendency 
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Home Office Agency Staff 





3ert E. Morian has joined the home 
Mutual 


office staff of Guarantee Life 
of Omaha as a 
special representa- 
tive of the agency 
department. As a 
part of his duties 
he will assist gen- 
eral agents in 
their organizing 
and training pro- 
grams. 

Mr. Morian has 
had a wide experi- 
ence in this par- 
ticular kind _ of 
work, having been 
in the business for B. E. Morian 
12 years both as a 
producer and as an 
His first connection was with Mutual 
Life of New York, with which com- 
pany he was associated for a number 
of years. His last position was that 
of organizer in the St. Louis agency. 
He then went with Connecticut Gen- 
eral as a special representative in the 
Des Moines office, which position he 
resigned to join Guarantee Mutual. 





agency organizer. 





in Washington is to look askance at 
any united action by groups, as con- 
stituting some species of restraint if not 
actual conspiracy. However with the 
initiative toward this end taken by the 
insurance commissioners, it is felt there 
probably would not be the same reason 
for thinking the companies were con- 
spiring. 


Opinions Differ on Clause 


Also opinions differ as to whether the 
clause should be a “status” or “results” 
clause. The more liberal thought is that 
the status clause should be incorporated 
outside of the home area and the results 
clause in the home area where it would 
be difficult to determine the conditions 
of death outside of the home area. A 
number of companies are said to object 
to this proposal. 


The commissioners committee which 
worked out the recommendations felt 
they were fair, reasonable and work- 
able. 


There was a difference of opinion on 
whether Alaska should be included in 
the home area, the sub-committee being 
in the affirmative, but company repre- 
sentatives unanimously urging it not be 
included because of the peculiar situa- 
tion which exists there. It was decided 
by the sub-committee not to include 
Alaska in the home area for the time 
being because it is an important mili- 
tary base with the military population 
far exceeding civilians and likely so to 
continue throughout the war. 

The sub-committee’s recommendation 
as to reinstatement was: 

“It is recommended that when rein- 
statement of a policy not previously sub- 
ject to a war clause is applied for within 
a period not exceeding 90 days from the 
expiration of the grace period that such 
application be considered without refer- 
ence to possible war hazards and the 
policy be reinstated without war restric- 
tions or exclusions, provided other stan- 
dards of insurability are satisfied. Where 
application is made beyond the 90-day 
period it should be considered on its 
merit.” 


Ohio Premium Tax Sets Record 

COLUMBUS—The 
ance premium tax in the 
Ohio has been certified for collection 
by Superintendent Lloyd. The state 
will collect over $500,000 more in pre- 
mium taxes than in 1941. The 1942 
certification is $7,543,199 as compared 
with $7,011,158 in 1941. The franchise 
tax also is higher, $217,373 compared 
with $209,548. making the total insur- 
ance taxes paid this vear $7,760,573. In 
addition, the insurance department col- 
lects $250,000 in license fees each vear. 


largest insur- 
history of 


I Picture of Progress 





‘IN STEP 


WITH THE TIMES” 


Higgit 
The ladies are especially good prospects 


today. More are working; they’re making 


more money. 


Last summer Connecticut Mutual 
helped its field force explore the sales 
possibilities in this market. Sales 
ideas, special direct mail, prospecting 
helps and special literature were pro- 
vided. Result of this market effort — 


sales to ladies were upped over 15%. 





Business Insurance is another market 
which underwriters are finding especially 


productive today. 


In February special sales aids were 
made available to Connecticut Mut- 
ual men to help tap this market, and 
over 12,000 contacts with business con- 
cerns were made. A marked upturn in 
business insurance cases resulted. Spe- 
cial supporting material in the way of 
prospecting, direct mail and explana- 
tory booklets were created. 


“Sales Plans In Step With the Times” 





Life Insurance Co. 
96 years of Dependable Performance 
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Life Insurance in the Post-War World 


No matter how soon the war ends the 
scale of the economic adjustment which 
this country has made to achieve all-out 
production total bound to 
make the problems of post-war readjust- 
For this reason it is 


for war is 
ment stupendous. 
encouraging to note the progress that 
is already being made by industries in 
planning for the period after the war. 
Life insurance has a two-fold interest 
in this readjustment. First, it is vastly 
more difficult to sell insurance and keep 
it in force when conditions are upset 
and people lack confidence in what is 
Second, with the government in 
control the machine as 
never before in the nation’s history there 
is going to be the finest opportunity 
to keep it there that its most zealous 
Life insur- 


ahead. 


of economic 


advocates ever dreamed of. 
ance, being linked closely with the sur- 
vival of private enterprise would be se- 
riously affected in the event of a major 


trend toward socialization of business 
and industry. 
The National Association of Manu- 


facturers recently released a nine-point 
program to speed post-war reconstruc- 
tion and has taken issue with the theory 
that a post-war depression and funda- 
mental changes in the social order are 
inevitable. Those attended the 
meeting a few months ago of the man- 


who 


agers section of the New York State 
Life Underwriters Association heard 
from a General Electric research expert 
something of what is being planned. 

Much of the ‘upheaval that followed 
the last war, including perhaps the great 
depression of the 1930’s might have been 
avoided by realistic planning and coordi- 
nation. Right now may seem too soon 
to be worrying about “after the war” 
but the time will always seem to be too 
soon—until it is too late. It is well to 
be forehanded and prepared. 


Employment Question Important 


During these days many people em- 


ployed in insurance offices hear and 
know of many instances of those of 
their own class getting much _ higher 


wages from the government or so-called 
defense industries. Sometimes the sal- 
ary is almost double what they are get- 
ting. The question arises immediately 
in their own mind whether they should 
not attempt to seek similar employment. 
At any rate the knowledge of these 
higher salaries has a disturbing influence 
on employes. Sometimes they are prone 
to for not 
paying higher salaries. 

They forget that insurance industry 
is permanent and that insurance offices 


criticise insurance officers 


are continuous for the most part and 
their cost runs about the same from year 
to year possibly with a rising percent- 
age all the time. Their procedure is or- 
derly and conservative. Sometimes their 
income is reduced but they are not sub- 
ject to sudden spurts or much larger 
income that would enable them for the 
time being at least to pay higher wages. 


In other words, the employes must 
consider the character of the different 
employers. 

Just now the government has an 


It must get 
in 


emergency thrust upon it. 
lot 
short a time as possible. It is compelled 
toyreach out and pay big money for 


a tremendous of work done as 


everything. It is in need of expert em- 


ployes of various kinds, office people, 


executives, key men, etc. It could not 


accomplish what it must without induc- 


ing people to seek its employment. 
there is no ceiling on the 
wages it can pay. Its income is taken 


from the people or industry with in- 


Therefore 


structions to deliver the goods regard- 
less of cost. 

Then, too, the defense industries are 
being called upon to do big jobs in a 
big way and to get action as soon as 
possible. The government wants results. 
The people having contracts must meet 
the Hence these industries 
reach out for employes of various kinds 
and in order to get them they are com- 
pelled to pay larger wages and they can 
afford to do it. Contractors 
making good money. There is no chance 
at the present for them to lose. 


demand. 


well are 


Therefore there is a temporary situa- 
tion regarding employment that has to 
be considered. The employe must fig- 
ure out how long he expects to be in 
business, what his chances are in get- 
ting a new job when the war ends and 
the bubble breaks, if he still desires to 
work. Now there are 10 jobs for one 
person. Then there will be 10 persons 
for one job. Naturally the bigger wages 
oftentimes 
the extra amount serves to discharge 


are a real allurement and 
an obligation and to permit a higher 
standard of living. One can accomplish 
something that has been impossible 
under his present scale of wages. 

The decide 
self. If he is willing to take chances on 


employe must for him- 


the future well and good. He must re- 
gard however these higher wages as 
temporary for the duration of the 
When the conflict is over there 
of em- 
ployes from jobs. ' 


or 
war. 
will be an enormous exodus 

Perhaps there is no business that is 
more permanent than insurance in its va- 
rious branches. People will have to have 
insurance. There are personal and prop- 
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erty values that must be protected. People 
as individuals are not able to sustain heavy 
losses. They must cooperate with others 
through the insurance system in meet- 
ing losses that may come to them. 
Therefore insurance is a major business 
that will continue so long as present 
civilization survives. Its wages are not 
influenced so much by abnormal condi- 
tions. 








PERSONAL SIDE OF THE BUSINESS 





Paul L. Hardesty, who was ap- 
pointed manager of the insurance de- 
partment of the United States Cham- 
ber of Commerce, was advanced from 
assistant manager, when Arthur Von 
Thaden left to become president of 
Excess Underwriters, 

Mr. Hardesty has a long and broad 
experience in the banking and _ insur- 
ance field. He is a native of Monroe 
county, Mo., and was educated at the 
public schools there, Missouri State 
Teachers College, Northwestern Uni- 
versity school of business administra- 
tion, and the Kent College of Law. He 
took courses at the American Institute 
of Banking and the Harvard School of 
Business Administration. 

For a number of years after his 
graduation, he taught school. During 
the world war, he served as a first lieu- 
tenant in the navy. In 1920, he was 
appointed director of public relations 
for the Union Trust Company of Chi- 
cago, working out a life insurance 
trust plan there which was favorably 
commented upon in life insurance. In 
1925, Mr. Hardesty went to Europe to 
assist in the negotiations on German 
reparations. He was engaged in vari- 
ous trade and financial missions in Eu- 
rope 1934-1937. 

Mr. Hardesty in 1930 was appointed 
assistant vice-president of the Cha- 
tham-Phenix National Bank & Trust 
Co. of New York in charge of the 
bank’s insurance account. 

He is one of the founders of the 
Chicago Economic Club, a member of 
the American Bankers Association, a 
director of the Financial Advertisers 
Association. 

D. J. Wellenkamp, sales promotion 
manager of Washington National, has 
been named co-chairman of the Evans- 
ton, Ill., blood donor service. Ar- 
rangements have been made with the 
American Red Cross for the mobile 
blood donor unit to visit Evanston for 
five days beginning Aug. 10. 

On the first page of the Chicago 
“Daily News” last week there was a pic- 
ture of a soldier being married in the 
home of Adolph R. Klein, Home Life of 
New York general agent in Chicago. 
The soldier was in Chicago for a few 
days furlough and his fiancee came from 
New York so they could get married. 
The soldier did not like the idea of being 
married in a courtroom so Mrs. Klein, 
who is active in U. S. O. work, loaned 
them her home and gave them a recep- 
tion. 

Miss Dorothy Selby, secretary to Jack 
Lauer, well-known member of the Mil- 
lion Dollar Round Table at Cincinnati, 
has been accepted as the first person 
from Kentucky to attend the officers’ 


training school for the Women’s Auxil- 
nary Army Corps. 

Miss Selby served the past year as 
president of the Cashiers & Secretaries 
Association of Cincinnati, and is remem- 
bered by many for her active part dur- 
ing the National Association of Life Un- 
derwriters Convention in 1941, at which 
time in addition to looking out for the 
welfare of people in attendance, she took 
entire charge of the registration of the 
Million Dollar Round Table. 

. J. Wiese, Chicago manager of 
Northwestern National Life, has two 
sons in college, John Levering, a junior 
at the University of Michigan, and 
Robert James, a junior at Princeton. 
They both are on their varsity swim- 
ming teams, being experts in the back- 
stroke. Robert is a member of the 
Princeton crew. Both are preparing 
to go to medical school after they 
graduate. 

E. B. Stevenson, vice-president of 
National Life & Accident, was _ toast- 
master at a farewell banquet for the 
Vanderbilt Hospital Unit on its depart- 
ture for military duty July 18. 

Harry Gibson, purchasing agent and 
building custodian of Franklin Life, is 
celebrating his 30th anniversary with 
Franklin. He started in 1913 as mes- 
senger and mail room boy, was pro- 
moted to the vault, and also handled 
the mimeograph and addressograph. 

Morton Laird, son of the late John M. 
Laird, vice-president Connecticut Gen- 
eral Life, has returned to his desk at 
the home office of the National Life of 
Vermont after attending his father’s 
funeral June 23. Shortly thereafter he 
had to go to a hospital in Montpelier 
for an appendectomy. Mr. Laird is as- 
sistant actuary of the National. 

A woman, Mrs. G. A. Ralls of Texas, 
leads Minnesota Mutual Life agents in 
paid premiums for the first six months 
this year. She led in both May and June 
with combined paid premiums those two 
months of $3,722. Her production to 
date puts her in the President's Pros- 
pective Dozen group. She also is en- 
rolled as a charter member of the newly 
formed “M” club, membership in which 
is determined by persistency and _ in- 
surance in force. 

Hoyt M. Leisure, general agent of 
Occidental Life in Los Angeles, is cele- 
brating his 30th anniversary with the 
company. 

George N. Quigley, Los Angeles man- 
ager of Manufacturers Life, who is serv- 
ing in the navy, has been promoted to 
full lieutenant. 

G. H. Gruendel, district manager of 
New England Mutual Life, associated 
with the Fowler general agency of that 





THE 


EDITORIAL DEPT.: C. M. 
Editors: F. A. Post, C. D. Spencer. 





CINCINNATI OFFICE — 420 E. Fourth St. 
Tel. Parkway 2140. L. H. Martin, Abner 
Thorp, Jr., and C. C. Crocker, Vice-Presidents. 
NEW YORK OFFICE 
Beekman 3-3958. 
son and R. B. 
Business Dept. 
Curtin and W. 


123 William 
Editorial Dept.—G. 
Mitchell, Associate 

N. V. Paul, 

J. Smyth, 





Bt... Tel. 
A. Wat- 
Editors. 
Vice-Pres.; J. T. 
Resident Managers. 





Subscription Price $3.50 a year (Canada $4.50). 


$6.00 a year (Canada 


Published by THE NATIONAL UNDERWRITER CO., Chicago, Cincinnati, New York. 


Cartwright, 


< 





Editor. Levering Cartwright, 


ATLANTA OFFICE—560 Trust Company of 
Georgia Bldg., Tel. Walnut 5867. E. E. Hess, 
Resident Manager. 

BOSTON OFFICE — 944 Park Square Bldg., 
Telephone Hubbard 8696. R. E. Richman, 
Vice-President. 
DALLAS OFFICE — 
Riverside 3383. 
Manager. 


617 Wilson Bldg., Tel. 
Fred B. Humphrey, Resident 


$8.00). Entered 


Managing 
Associate Editors: D. R. Schilling, J. C. O'Connor, Kenneth Force, 


UNDERWRITER 


PUBLICATION OFFICE, 175 W. Jackson Blvd., CHICAGO. 
BUSINESS DEPT.: John F. Wohlgemuth, President. 


Editor. News 


President and Secretary. 


LIFE INSURANCE EDITION 
PUBLISHED EVERY FRIDAY 
Telephone Wabash 2704. 


H. J. Burridge, Vice- 
W. A. Scanlon, 





John Z. Herschede, Treasurer. 


G. C. Roeding, 0. E. Schwartz, Associate Managers. 


DES MOINES OFFICE—3333 Grand Ave., Tel. 


7-4677. R. J. Chapman, Resident Manager. 
DETROIT OFFICE — 1015 Transportation 
Bldg., Tel. Randolph 3994. A. J. Edwards, 


Resident Manager. 


MINNEAPOLIS OFFICE — 500 Northwestern 
Bank Bldg. Tel. Geneva 1200. R. W. Land- 
strom, Resident Manager. 


PHILADELPHIA OFFICE—1127-123 S. Broad 
Street. Telephone Pennypacker 3706. E. H. 
Fredrikson, Resident Manager. 


SAN FRANCISCO OFFICE—507-8-9 Flatiron 
Bldg., Tel. EXbrook 3054. F. W. Bland, Res. 
Mer.: Miss A. V. Bowyer, Pacific Coast Editor. 


Single Copies, 20 cents. In Combination with The National Underwriter Fire and Casualty, 
as Second-class Matter June 9, 1900, at Post Office at Chicago, Ill., Under Act, March 3, 


1879. 


XUM 


‘3S 3 Meher §£ 


XUM 

















July 24, 1942 LIFE INSURANCE EDITION 13 
Mrs. Shelton Saufley, Sr., was so badly New York Life’s Company 
injured that she died a few hours later. 7 . 
Shelton Saufley, Sr., former Kentucky Magazine Wins Award 
commissioner and later head of the ad- : . 
The Patriotic Service Cross of the 





“Look, dear, 8 apps in my first week as agent. 


hard about selling insurance!” 











tlle 





I don’t see what you’ve found so 











company in Chicago, has been ap- 
pointed promotion chairman of the 
Fifth National Young Men’s Assem- 
bly for Y.M.C.A.’s which opened at 
College Camp, Lake Geneva, Wis. He 
is a lay leader in the Lincoln-Belmont 
Y.M.C.A., Chicago. 


L. M. Bargeron, general agent of Penn 
Mutual Life in Birmingham, has been 
named co-chairman of the commercial 
division of the Birmingham and Jeffer- 
son County Community Chest. 


Paul H. Fraser, special agent of Pru- 
dential in Atlanta, is now field director 
for the American Red Cross at Fort 
Bragg. He has just completed a special 
Red Cross training course in Washing- 
ton. He has been one of Prudential’s 
best producers in the Atlanta area and 
a member of the Georgia Round Table. 


A. C. Hickmott, financial secretary 
of Connecticut General Life, has been 
elected a trustee of the State Savings 
Bank, to fill the vacancy created by 
the recent death of John M. Laird. 


Harry §S. Gantz, Columbus general 
agent of Pacific Mutual Life, has been 
named communications officer on the 
staff of the comptroller of the Citizens 
Defense Corps of Franklin county. He 
is a licensed radio and telegraph op- 
erator and will supervise the organiza- 
tion and operation of radio communica- 
tions. 


Harry E. Wuertenbaecher, general 
agent of Penn Mutual Life and life 
member of the Million Dollar Round 
Table, has been appointed chairman of 
the downtown division of the Greater 
St. Louis War Chest Campaign. 

Newton B. Weese, Arkansas general 
agent of Lincoln National lIife, has 
been installed as commander of the M. 
M. Eberts post of the American Le- 
gion at Little Rock. 

The Ohio department has revoked 
the license of Fred C. Holt of Van 
Wert, O., on a charge that he had writ- 
ten insurance in American Farmers of 
Phoenix, Ariz., which is not licensed in 
Ohio. Holt represented several other 
companies which had been authorized 
to write insurance in Ohio, His li- 
censes to write for these companies 
also were revoked. 

Harrison I. Dye, agent of Reliance 
Life at Temperanceville, Va., Monday 
Observed his 20th anniversary in the 


field for that company. This is his best 
production year in the last 11 years. 
He has qualified 11 times for the Pro- 
duction Club, twice for the $200,000 
Club and has placed more than $3,000,- 
000 business in his 20 years. He was 
district governor of Ruritan and in 1940 
was national treasurer. 


On July 22, Dr. Henry H. Chown, 
veteran surgeon and holder of many 
medical degrees, celebrated his golden 
anniversary with the Great-West Life, 
a record equal to that of the company 
itself, for 1942 is also its 50th anniver- 
sary year. 

Dr. Chown’s service in the medical 
field goes further back than 50 years. 
In fact he is a pioneer in the medical 
profession, looking back on 62 years of 
work beneficial to humanity. 

Born in Kingston Ont., in 1859, Dr. 
Chown attended school there and grad- 
uated in arts from Victoria College in 
1877. He received his M.D. and C.M. 
from Queen’s in 1880 and after his grad- 
uation ‘went west to Winnipeg where 
he practiced for a year and a half be- 
fore leaving for Europe for post-gradu- 
ate work. He was awarded his L.R.C.P. 
degree at London, 1882, and was pre- 


sented with an honorary LL.D. at 
Queen’s, 1903 and F.A.C.S. degree in 


1922, 





DEATHS 


Wilbur F. Granger, license clerk of 
the Travelers agency department at the 
home office, who in point of service 
was the third oldest member of the 
staff there, died after a prolonged ill- 
ness. He was 64 years of age and 
would have served Travelers 48 years 
had he lived until Aug. 7. Mr. Granger 
was born in Bloomfield, Conn. He first 
entered Travelers with the railway 
ticket department. In 1908 he was se- 
lected as one of five men who formed 
the nucleus of the clerical staff in the 
agency department. 

James N. Yeamans, claim adjuster and 
32 years with Home Beneficial Life, 
died in Richmond. 

Shelton Saufley, Jr., connected with 
the Kentucky insurance department, 
was injured in an automobile accidents 
near Versailles, Ky., and his mother, 





vertising and promotional department 
of Kentucky Home Life, died only a 
few weeks ago. 

Richard O. C. Gardner, with the At- 
lantic agency of Atlantic Life, Rich- 
mond, died last week. He had served 
the company for 30 years. 

W. E. Cochran, 72, retired superin- 
tendent of Prudential at Springfield, O., 
died a few days ago in Santa Monica, 
Cal. He moved to California seven 
years ago. 

Walter S. Bearden, 60, vice-president 
and secretary of National Life & Ac- 
cident, died at his desk in the home 
office at Nashville. Mr. Bearden had 
been with the company since 1907. 

John M. Parker, Jr., 76, retired secre- 
tary Aetna Life’s accident and. liability 
department, died Monday in Hartford. 
He served the company for 42 years and 
was secretary of the building committee 
when its home office was constructed. 
He retired March 1, 1933. 


The Wichita General Agents & Man- 
agers Association is holding a lawn pic- 
nic at the home of Bert A. Hedges, 
Business Men’s Assurance, July 27. 


i TO a Be 


United States Flag Association was pre- 
sented to Vice-president L. Seton Lind- 
say of New York Life, following an- 
nouncement that “Nylic Review,’ New 
York Life magazine, won the award for 
the most outstanding photographic cover 
design of a company magazine featur- 
ing the flag of the United States. 


Editor in Army 


Presentation was by William F. Seals, 
director of the association, at the com- 
pany’s home office. John S. Sinclair, 
executive vice-president; Griffin M. 
Lovelace and Walton P. Kingsley, vice- 
presidents were present. Capt. Strat- 
ford Corbett, editor of the publication, 
was unable to be present, having re- 
ported for military service that morning. 

The magazine’s cover was adapted 
from a photograph by Leslie V. Hough 
of Somerville, N. J., and rendered in full 
color. It will be featured in many 
department stores in a display of cov- 
ers of July magazines taking part in the 
flag cover program of the National Pub- 
lishers Association as part of the war 
savings bond campaign. 


commonenee ee 


rW. APPLEBY. President 
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__ NEWS OF THE COMPANIES 





Equitable Society 
Sets New Records 
for First Half 


Equitable Society’s insurance in force 
reached a new high June 30, Total was 


$7,803,585,000, an increase of $196,382,- 
000 since Jan. 1 

This striking increase shows that 
people are putting to work part of the 
increased income stemming from the 
war production program, President 
Thomas I. Parkinson said. Increased 


will increase 
nation’s fami- 
morale, develop 
post-war contin- 
warding off infla- 


insurance purchases 
the security base of the 
lies and thereby their 
greater reserves for 
gencies and aid in 
tion. 


Assets Up $84,000,000 


Assets reached a new peak of $2,- 
824,561,646 on June 30, an increase of 
$84,000,000 in six months. Purchases 
of U. S. bonds during the period to- 
taled $279,499,215. The total of real 
estate acquired through foreclosures 
decreased from $115,600,000 to $99,200,- 
000. 

Payments to policyholders and bene- 
ficiaries totaled $108,300,000, including 
$4,300,000 paid out in benefits to hold- 
ers of group accident and health cer- 
tificates, a new high for such payments. 

Among the unusual claim payments 
during the half-year were those for 
$44,000 to the families of 22 workers at 
the Burlington ordnance plant, Burling- 
ton, Ia., killed in an explosion which 
occurred immediately after the installa- 


life 


tion of the group contract and before 

there was time for delivery of the in- 

dividual certificates. Most of the men 

had no other insurance. 

Provident Mutual Reports 

Greater Totals This Year 
Ledger assets of Provident Mutual 


Life increased to $400,628,000 as of June 
30, the semi-annual report shows, or 
an increase of $10,038,000 in investments 
and cash on hand since the first of the 
year. Over six millions of U. S. gov- 
ernment bonds were purchased in this 


period. 
New paid insurance during the first 
half year amounted to $40,267,000, in- 


crease $4,564,000 over the corresponding 
1941 figure. Insurance in force increased 
$14,960,000 the first six months. Volun- 
tary terminations (lapses and surrend- 
ers) decreased by $594,000. 


Jefferson National Life 
Increasing Its Capital 


At a special meeting of the stock- 
holders of the Jefferson National Life 
of Indianapolis, by a unanimous vote 
it was decided to increase the capital 
from $150,000 to $200,000. <A_ stock 
dividend of 33% percent was declared, 
which absorbed the increased capital 
authorized, or returns it to stockholders, 
The company has $13,000,000 of busi- 
ness and a good agency force. It 
wrote its first policy, May 18, 1939. 


Crown Seeks Entry in Calif. 


Crown Life of Canada has applied for 
admission to California. If the appli- 
cation is approved Arch W. Brown, 
general agent in Hawaii, would become 
general agent for California. 


Although almost every July magazine 
featured the flag on the front cover, 
Gulf Life had the only commercial 
advertisement with the flag on the back 
cover of any magazine, it was revealed 
after a study of the current publications. 





The Accident & Health Bulletins help 
get business. For information write 
420 E. Fourth St., Cincinnati. 


Half-Year Gains 
for N. W. Mutual 
Life Reported 


Total assets of Northwestern Mutual 
Life reached a new high of nearly $1,- 
500,000,000 as of June 30, while the in- 
creased sale of new policies and the 
favorable renewal of insurance in force 
brought the total in force to more than 


$4,100,000,000 on more than 1,100,000 
policies. é 
Reporting on company operations, 


President M. J. Cleary told the trustees 
at their annual meeting that results for 
the first six months, despite disturbed 
conditions, are “quite satisfactory.” 

There have been no new defaults in 
bond holdings, the book value of which 
now exceeds $1,000,000,000. More than 
$1,000,000 in interest was received on 
railroad bonds that were in default at 
the beginning of the year. This sum 
exceeds by more than $800,000 the sim- 
ilar item in the first half of 1941. More 
than $82,000,000 was invested in bonds, 
including government securities, with 
an average life of approximately 20 
years and an average yield of 3.33 per- 
cent. 


Farm Results Favorable 


The 
farm 


finance committee approved 249 
sales Jan. 1-June 30. The sale 
price exceeded the asset value by over 
$600,000. The total number of farms 
owned decreased from 2,903 on Jan. 1, 
to 1,610 on June 30. The asset account 
of farms owned was reduced more than 
$4,000,000. 

Mortality for the half year was 51.61 
percent of expected, or a little more 
than one point below the same period a 
vear ago. Suicides were the lowest, 
both in number of deaths and amount 
of insurance involved, of any similar 
period for a number of years, President 
Cleary reported. 

New life insurance placed and paid 
for in the first half is 13.4 percent 
above the corresponding period last 
year. This increase is due to the heavy 
volume in January and February, while 
the last four months have shown a de- 
crease compared to the same months 
in 1941, he stated. 


Sales, in Force Increase 


Sales the first six months were 31,278 
policies for $124,002,196, an average 
policy of $3,965. 


This is an increase of 


1,982 policies and $14,671,977 over the 
same period last year. There were 
also $8,118,003 in revivals and additions, 
and $1,764,560 in life annuities. As of 
June 30, total insurance in force was 
$4,104,517,011 on 1,106,723 policies, an 
increase of $119,903,833 and 29,282 poli- 
cies since a year ago, and a gain of 
$59,842,148 and 14,330 policies since 
jan. 41. 

Policyholders and _ beneficiaries re- 
ceived payments totaling $62,876,648 
the first half of 1942, an average of 
nearly $2,500,000 per week. Total dis- 
‘bursements were $75,935,195, including 
taxes, $2,887,185; dividends to policy- 
holders, $17,358,851, and payments of 
$22,878,285 on 5,691 death claims. In- 
come was $117,222,588, principal items 
being premiums, $70, 549 ,436, and inter- 
est and rents, $29,702,614. 

An increase of $41,653,011 since Jan. 
1 brought total assets to $1,481,542,835, 
which is $84,911,751 higher than a year 
ago. Bonds totaled $1,010,014,322 at 
book value; mortgage loans, $289,373,- 
346; real estate, home office property 
and land contracts, $46,775,613, policy 
loans, $117,554,428, and cash, $9,781,504. 

Henry M. Wriston, Providence, | aie 
president of Brown University, and 
Harold M. Stratton, Milwaukee, presi- 
dent Stratton Grain Co., were elected 
trustees of Northwestern Mutual. They 
fill the unexpired three-year terms of 
F. G. Echols, Hartford, who retired 
the past year, and the late Walter Dav- 
idson, Milwaukee. 


~ CHICAGO 


BUDINGER AGENTS GET AWARD 


C. W. Bonifield, G. M. Marshall, J. J. 
Miller, L. F. Mauloff, A. E. Walsh, G. 
L. Wartell and J. E. Young, of the F. J. 
Budinger Agency of the Franklin Life in 
Chicago, have received a substantial cash 
award for outstanding performance in 
the past year, which fulfilled require- 
ments for the convention the company 
had scheduled in July for agents of the 
northern division of its sales organiza- 
tion. 








TO INSTALL NATIONAL OFFICERS 


Presidents of life agency cashiers 
groups throughout the country have 
been invited to attend the installation 
of officers of their national organization 
Aug. 4, at a meeting in Chicago. The 
Life Agency Cashiers division of the 
Chicago Association of Life Underwrit- 
ers recently won the trophy for out- 
standing activity and elected national of- 


ficers from among Chicago members. J. 
A. Shevlin, Prudential, treasurer, is in 
charge of arrangements. J. W. Stonely, 
John Hancock, Rochester, N. Y., retir- 
ing national secretary, will attend the 
meeting. Christine Ludwig, State Mu- 
tual, president, heads the new staff to be 
installed. 


ZIMMERMAN AGENCY RESULTS 


The fifth anniversary campaign in 
the C. J. Zimmerman agency of Con- 
necticut Mutual Life at Chicago re- 
sulted in the largest volume of new 
business for two consecutive months 
since Mr. Zimmerman took charge, it 
was reported by Henry C. Hunken, 
general agent. Mr. Zimmerman is a 
lieutenant commander in the navy at 
Washington. Mr. Hunken has started 
a recruiting drive for new agents who 
will be given the company’s special new 
training course. 


AGENCY HOLDS OUTING 


The Griffin, Ingram & Pfaff agency, 
Chicago, held its outing and golf tourna- 
ment at the Cary Country Club. The at- 
tendance was about 60. Maurice Calla- 
ghan won the golf championship. Other 
activities included a_ soft-ball game, 
races, and an egg- -pitching contest. 

At the dinner, prizes for production 
achievements were presented to Carl P. 
Spahn, office leader, Ed F. Fendt, Ed J. 
Faltysek, A. A. Andrews, William A. 
Amstein and Fred R. Sextro. 

This was the 15th annual outing of the 
agency and coincided with the 75th anni- 
versary of Equitable of Iowa, of which it 
is general agent. 





Urban, Rural 1 Men 2 About eae 


That opportunities for writing life 
insurance are about the same in urban 
and rural sections is shown by the fact 
that members of the Ohio State Life 
Honor Club are about equally divided 
between city and country agents. New 
members of the club are General Agents 
E. S. Spear, Gallipolis, O.; T. C. Hol- 
comb, Charles, W. Va.; W. lai — 
Celina, O., and Alfred Guay, Los An- 
geles, and R. I. Thatcher of Deshler, 
O., a member of the Toledo agency. 
Membership is 40 percent greater than 
it was a vear ago at this time. 


40,000 Cigarettes to Soldiers 


The salesmen of Northern Life of 
Canada have donated 40,000 cigarettes 
to be sent to men overseas, Instead 
of personal prizes in a recent sales con- 
test the salesmen won cigarettes to be 
sent to their friends or home town 
regiment overseas. 
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Davis Secretary of 
Illinois Bankers 


O. F. Davis, manager of the accident 
and health department of Illinois Bank- 
ers Life, has been elected secretary of 
the company to succeed A. T. Sawyer, 
who died recently. Mr. Davis will con- 
tinue as head of the accident and health 





0. F. DAVIS 


department, which post he has held since 
joining Illinois Bankers in 1935. For 10 
years prior to that he had headed the 
accident and health department of Abra- 
ham Lincoln Life and continued in that 
post when it was taken over by Illinois 
Bankers. 

He saw a year and a half service over- 
seas in the first world war before he 
was 20 years old. He entered insurance 
work in 1921 with Mutual Life of II- 
linois, predecessor of Abraham Lincoln, 
and has continued active in that field 
ever since. At the recent annual meet- 
ing of the Health & Accident Under- 
writers Conference he was elected chair- 
man of the executive committee, thus 
putting him in line for the presidency 
next year. He also has been very active 
in other accident and health insurance 
organization work. 


Mutual Life Names 
Training Helpers 


S. G. Hale, agency organizer in the 
Salt Lake City agency of Mutual Life, 
and John L. Scripps, Jr., agency or- 





Ss. G. 


Hale J. L. Seripps 


ganizer in the Davenport agency, are 
being transferred to the home office to 
serve as training assistants under Ben 
H. Williams, director of training for 
all representatives. Mr. Hale and Mr. 
Scripps will assist agencies in their re- 
cruiting programs and in the conduct of 
sales schools in the field for the train- 
ing of both new and established under- 
writers. 

Mr. Hale entered life insurance with 


Mutual Life as a salesman in its Salt 
Lake City agency in 1935. He was ap- 
pointed district manager in 1936 and 
since 1938 has been agency organizer. 
As a field man, Mr. Hale qualified three 
years for convention honors. Ranking 
first among all representatives in the 
mountain division, he was vice-president 
of the National Field Club in 1936-37, 
and honorary vice-president in 1937-38. 
He is vice-president of the Salt Lake 
City Association of Life Underwriters. 
Mr. Hale was born in Boise, Ida., in 
1910, and is a graduate of the University 
of Idaho. Before joining Mutual Life, he 
was for four years in the credit and 
banking field. 

Mr. Scripps has been with Mutual 
Life since 1932, starting as a salesman 
in its Davenport agency. He was ap- 
pointed district manager in 1935 and 
since 1936 has been agency organizer. 
H-. is a C.L.U. since 1935. In the field 
of personal production, Mr. Scripps won 
National Field Club honors and also 
qualified a number of times for the 
monthly leaders lists. He was born in 
Rushville, Ill., in 1907, and is a gradu- 
ate of the University of Illinois, Class of 
1929. Before entering life insurance, 
he was in department store work. 





Monk Named Director of 
Massachusetts Mutual 


Wesley E. Monk, general counsel of 
Massachusetts Mutual Life for 13 
years, has been elected a director. He 
will fill the vacancy caused by the death 


as 





WESLEY E. MONK 


of Henry Loeb, vice-president in 
charge of underwriting. He has also 
been appointed to the agency commit- 
mittee on death claims. 

M:. Monk joined Massachusetts Mu- 
tual Life in 1929. He was formerly 
Massachusetts commissioner of insur- 
ance, to which position he was ap- 
pointed in 1923 and again in 1926, re- 
signing in 1928. 

Mr. Monk was for two years presi- 
dent of the Association of Life Insur- 
ance Counsel, his second term ending 
last December. For several years he 
carried on a general law practice in 
Boston during which time he served in 





both branches of the Massachusetts 
iegislature. 
Arthur G. Derr, Newark general 


agent of Aetna Life, spoke at a lunch- 
eon meeting of the Newark Lions Club 
on life insurance coverage during the 
war period and how it operates. 





“Why Disability Insurance is a Good 
Investment for You” cost only $2 per 
100. Order from The National Under- 
writer. 


Service, War Bond Flags for 
Metropolitan Coast Office 


SAN FRANCISCO—Thirty veterans 
of the first world war now employed 
in the Pacific Coast head office of Met- 
ropolitan Life held the spotlight when 
its service flag was formally dedicated, 
showing that 1,631 employes are now in 
war service. Alfred Pearce, representing 
the veterans, made formal presentation 
of the flag, which was accepted by Arthur 
B. Brown, assistant actuary and assist- 
ant manager, in lieu of Vice-president 
Henry E. North, who is one of the 
veterans. 

The office also was presented a Min- 
ute Man “Bull’s Eye” flag by represen- 
tatives of the Treasury, as 99.85 percent 
of 1,150 employes are buying bonds on 
the salary deduction plan to the extent 
of 10.85 percent of their monthly sal- 
aries. 





Holding California Examinations 

Examinations were held in San Fran- 
cisco July 22 for fire and casualty agents 
and solicitors and life and disability 
agents holding temporary licenses. Simi- 
lar examinations will be held at Fresno 
July 27, Salinas July 28, and Los An- 
geles July 30. 


Amthor in San Francisco 


Franklin R. Amthor, educational di- 
rector of Equitable Society, has just 
completed a week’s intensive sales in- 
struction course in the San Francisco 
agency under the direction of Rudolph 

Wiedemann, manager. Classes 
have been held each morning with 
shorter sessions in the afternoon. 





Westover Is Caminetti Assistant 


Wyckoff Westover, Los Angeles at- 
torney, has been appointed administra- 


tive assistant to Commissioner Cami- 
netti and has been assigned to the Los 
Angeles office of the California depart- 
ment. He will take over the duties of 
Donald Luckham, administrative assist- 
ant, who is on leave of absence, serv- 
ing as a lieutenant, junior grade, in the 
navy. 


“AGENCY NEWS 





Distribute Production Awards 


Harry W. Stanley and Earl V. Reed, 
Wichita general agents of Equitable of 
Iowa, entertained the members of the 
agency and office staff with their families 
at the Stanley home on the Little River, 
distributing production awards in lieu 
of the company’s usual production clubs’ 
convention, which has been canceled 
for the duration. 





MacWhinney Shows 115% Gain 


The J. B. MacWhinney agency for 
the John Hancock Mutual Life in New- 
ark made a gain of approximately 115 
per cent in paid-for business for the 
first half of this year. The agency has 


shown a substantial gain every year 
since Mr. MacWhinney took charge 
three years ago. Before that he was 


assistant general agent. 


Fern Agency Is Well Ahead 

The Fred S. Fern agency of the Na- 
tional Life of Vermont, Newark, had 
increased production for the first six 
months of 27 percent over the same 
period last year. The agency ranks 
sixth in life insurance volume for that 
period and third in premiums in the 
company. These figures do not include 
annuities of any type. 








Andersen Agency Celebrates 


Norman E. Andersen, Peoria, IIL, 
general agent of Mutual Benefit Life, 
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celebrated his second anniversary in 
that post an outing for his agents at 
Peoria Country Club. There was a 
luncheon, golf match and dinner. Don 
B. Murphy was congratulated for plac- 
ing second country-wide in June among 
all Mutual Benefit agents. The Peoria 
agency has gained consistently under 
Mr. Andersen. 


ior ae 


Golden Elected President 
of San Francisco Chapter 


Edwin T. Golden, New York Life, 
was elected president of the San Fran- 
cisco C. L. U. Chapter at the annual 
dinner meeting. Sherwood Jones, Metro- 
politan Life, was elected vice-president; 
Mrs. Stella Gibbs, California-Western 
States Life, secretary, and Mrs. Eda F. 
Hudson, Northwestern Mutual, treas- 
urer. Directors elected are: Donald B. 
Wentworth, broker; Walter J. Lennox, 
New England Mutual; Ragle W. Lynn, 
Equitable Surety, and Fred B. Wiley, 
Occidental, immediate past-president. 
Mr. Wiley was named to represent the 
chapter as vice-president of the San 
Francisco Life Underwriters Associa- 
tion. 

William H. Brock, Jr., Union Central 
Life, president of the San Francisco 
Life Underwriters Association, discussed 
the consumer education program being 
sponsored by the National and California 
associations, urging the C. L. U.’s to 
participate actively in efforts to establish 
the program in San Francisco. Follow- 
ing Mr. Brock’s talk, the group voted 
to take a leading part in the program. 








Seattle Chapter Elects 


A. J. Quigley, associate general agent 
of Connecticut Mutual Life, is the new 
head of the Seattle C.L.U. chapter. He 
succeeds William M. Livengood, who 
this year completes 20 years with Penn 
Mutual Life. J. F. Habeger, Northwest- 
ern Mutual Life, was reelected vice- 
president, and Robert G. Jones, National 
Life of Vermont, secretary-treasurer. 





Denver Secretary Resigns 

Robert W. Frye has resigned as sec- 
retary-treasurer of the Denver C.L.U. 
chapter to become a member of the 








War Production Board in Denver. No 
successor has been appointed. 
Prudential Agent Named 
Full-Time UOPWA Chief 
NEW YORK—Roy Whitman, for- 


merly of the Prudential’s Long Island 
City district, is the first agent to be- 
come a full-time president of Indus- 
trial Insurance Agents Union, Local 30, 
UOPWA, CIO. His duties include ad- 
ministration, organization and negotia- 
tion, and his salary is $50 a week, ac- 
cording to the official publication of the 
agents’ union. 

The organization claims to have been 
chosen bargaining representative by 
over 5,000 agents of Prudential, John 
Hancock, Metropolitan, Golden Eagle 
and Unity Life & Accident in greater 
New York. 

The fourth annual convention of 
UOPWA is the week of Sept. 14 in 
Atlantic City. 





Kansas Short Course Aug. 3-15 


The second annual short course in 
life underwriting, conducted by Uni- 
versity of Kansas in cooperation with 
the National association and the Kan- 
sas Association of Life Underwriters, is 
to be held at Lawrence, Aug. 3-5. This 
year the course will consist of a basic 
course the week of Aug. 3, and an ad- 
vanced course Aug. 10-15. Alden C. 
Palmer, Research & Review Service, 
will be in charge. 


LIFE SALES MEETINGS 





Hold Northwestern 
Mutual Parleys 


MILWAUKEE-—Sixty associates of 
Victor M. Stamm, home office general 
agent of Northwestern Mutual Life, at- 
tended an all-day sales congress Mon- 
day. Sessions were devoted to talks 
and discussions on selling life insurance 
in wartime and analyzing the 1942 life 
insurance market. Mr. Stamm opened 
the meeting after which President M. J. 
Cleary gave an address by transcription. 
Members of the agency presented the 
morning and afternoon program, con- 
cluding with the transcribed address of 
Grant L. Hill, director of agencies. 


Production Honors Awarded 


At the luncheon Mr. Stamm presented 
awards to winners of company and asso- 
ciation production honors. Dr, Charles 
E. Albright qualified for the Million 
Dollar Club; Frank Fontanazza and T. 
Westley Tuttle for the Half-Million 
Club; Clyde Fuller and Lester Wilbert, 
silver button section, and Mrs. R. D. 
Fitzgerald, bronze section; Fred Lassen 
completed 100 consecutive months in the 
4-L Club, and 26 agents produced $100,- 
000 or more paid-for business the past 
agents’ year. 


Stamm Agency Record 


The Stamm agency. record for the 
year included third place for the Gen- 
eral Agents Achievement Cup, second in 
paid-for business per capita, fourth in 
paid-for volume; an increase in business 
of 21.7 percent for the year and 25 per- 
cent over the five year average; and one 
of the three averaging over $6,500,000 an- 
nually over the past five years. For the 
first six months it paid for $4,115,551, 
fourth highest in the county, a gain of 
26.36 percent over last year. 


INDIANA STATE MEETING 


CULVER, IND.—At an Indiana state 
meeting of Northwestern Mutual agents, 
arranged by General Agents H. L. 
Cramer, South Bend; E. A. Crane, In- 
dianapolis, and B. A. Million, Evansville, 
July 20-22, tribute was paid F. A. Morse 
of the Cramer agency, winner of the 
company’s special “AA” honor for pro- 
duction. Attending from the home of- 
fice were Grant L. Hill, director of 
agencies, and L. J. Evans, assistant di- 
rector. Mr. Hill presented Mr. Morse 
the “AA” award at the dinner Monday 
night. Other members of the agencies 
who won company and association hon- 
ors were also presented awards. 


SNYDER GETS ACHIEVEMENT CUP 


LINCOLN, NEB.—John H., Jamison, 
manager of field training of Northwest- 
ern Mutual Life, attended a one-day 
meeting and sales congress of the Ne- 
braska agencies of Kenneth Snyder, 
Omaha, and Ralph L. Theisen, Lin- 
coln. The company’s General Agents 
Achievement Cup was presented to Mr. 
Snyder, whose agency won the honor 
for the second consecutive year. The 
members of both general agencies who 
qualified for company and association 
honors and production clubs and ap- 
peared on the agency scrolls received 
their awards, pins and prizes. 


DINNER FOR CARROLL AGENCY 


HARTFORD, WIS.—Grant L. Hill, 
director of agencies of Northwestern 
Mutual Life, and Warren Lundgren, as- 
sistant director, were guests at a dinner 
given by Marue Carroll, general agent 
Oshkosh, Wis., for his agents. he oc- 
casion marked the presentation of the 
honor scroll and the prize winners in 
the agency for the past agents’ year. 
J. P. Weninger of Allenton, Wis., who 
won the special “XX” honor by topping 
the entire country with 220 lives person- 
ally produced, and A. A. Hauser, district 
agent at Hartford, who won the district 


agents cup with the highest score on five 
factors, received special recognition. 





Silzer Agency Luncheon Is 
Held at Peoria 


The Peoria, Ill., agency of Equitable 
Life of Iowa, Herman F., Silzer, general 
agent, held a luncheon at Creve Coeur 
club. This was one of 60 similar meet- 
ings held throughout the country that 
day to replace the annual agents conven- 
tion which was canceled because of the 
war. 

Ben Bloch and R. E. Johnston were 
made members of the Trail Blazer Club. 
The latter is serving in the army at 
Camp Buckley, Colo. 

Walter Head, Lacon; Ivan Snow, El 
Paso, and Mr. Bloch, Mary J. Humph- 
rey and Clara L. Gatton, all of Peoria, 
shared in awards given during a quiz 
program. 





President's Cup to Provo Agency 


At the quarterly meeting of the Provo 
agency of Beneficial Life at Fish Lake, 
southeastern Utah, Vice-president 
George J. Cannon presented the agency 
the president’s cup and merit plaque, 
for achievement along the line of pro- 
duction and persistency of business 
written during a certain period. Others 
from the home office who spoke were 
Secretary V. H. Smith and H. J. Sy- 
phus, superintendent of agents. 





Guardian Life Managers in K. C. 


Agency managers of Guardian Life 
in Louisiana, Arkansas, Oklahoma, 
Kansas and Missouri were guests at a 
sales meeting of the Kansas_ City 
agency, of which A. E. Myers is man- 
ager. Especial attention was given to 
encouraging agents to combine life 
insurance selling with the promotion of 
war bond purchases. George L. 
Mendes, assistant superintendent of 
agencies, represented the home office. 





Southwestern Life Regionals 


The first of a series of three regional 
meetings scheduled by Southwestern 
Life of Dallas was held in Amarillo, 
Tex. The second meeting is being held 
in San Angelo, and the third will be in 
Beaumont, July 30-31. 


ASSOCIATIONS 











Plans Outlined for Peoria 
Sales Congress Oct. 24 


A state-wide “win-the-war’ sales con- 
gress, sponsored by the Life Underwrit- 
ers Association of Peoria, will be held at 
Peoria Oct. 24. Special approval for 
holding the congress was obtained from 
Norman B. Collins, state administrator 
for the sale of defense bonds, represent- 
ing the Treasury. 

Preceding the congress will be a gen- 
eral agents and managers meeting and 
managers meeting and the semi-annual 
meeting of the Illinois Association of 
Life Underwriters, both to be held Oct. 
23. 

Outstanding speakers from insurance 
and other lines of activity will be on the 
program, it was announced by J. M. 
Clark, Peoria, general agent John Han- 
cock, who is general chairman. 

Attendance of more than 1,000 persons 
is expected. 

Committee chairmen for the gather- 
ings are: Speakers, L. O. Schriver, Aetna 
Eines. T. Wardwell, vice-chairman; Il- 
linois companies attendance, F. A. 
Schnell; general agents committee on at- 
tendance, C. R. Golly, Equitable So- 
ciety; state associations and non-associa- 
tions, Mr. Wardwell; district managers, 
E. R. Lehman; publicity, N. E. Ander- 
sen; general agents and managers meet- 


ing, K. E. Williamson; reception, C. W. 
Reuling. 


Barnette Wins Orr Trophy 


SAN FRANCISCO—J. Wayland 
Barnette, Massachusetts Mutual Life, is 
winner of the O. O. Orr trophy and 
$50 presented through the San Fran- 
cisco Life Underwriters Association by 
O. O. Orr, retired manager of the Pru- 
dential in San Francisco. The trophy 
and cash or bond award, which is given 
annually by Mr. Orr, was presented 
this year for membership effort. Run- 
ner-up was Gordon Coryell, Mutual 
Life, who won a $25 war bond, also 
presented by Mr. Orr. Official presenta- 
tions will be made at the September 
meeting. 





Fort Wayne, Ind.—Robert L. Punsky 
has been elected vice-president by the 
directors, to succeed George J. Brown, 
who was recently transferred to St. 
Paul. 

Pensacola, Fla.—Joseph Baker has 
been named president following the 
resignation of Warren Sherman, recently 
elected to head the association. James 
G. Mathis, local manager of the federal 
social security board, explained the oper- 
ation of the social security act. 

St. Petersburg, Fla.—C. F. Deuel, 
Acacia Mutual Life, is the new president. 
Life insurance business in wartime was 
discussed by E. F. Eastwood, field man- 
ager of Reliance Life, Tampa, and high- 
lights of the effects of gas rationing on 
business were given by E. H. Hickman, 
vice-president of the Jacksonville asso- 
ciation. 

Racine-Kenosha, Wis.—Sol Loeb, Ra- 
cine, has been elected president, succeed- 
ing Harold Schadd, Kenosha. Ralph Al- 
derson, Kenosha, was named vice-presi- 
dent; Chester Nelson, Racine, Aetna Life, 
secretary, and Elmer Mogenson, treas- 
urer. The dinner meeting followed a 
golf tournament at Meadowbrook Coun- 
try Club. 





Manhattan, Kan.— New officers are: 
Walter Rogers, Midwest of Nebraska, 
president; Paul D. Raymond, Victory 


Life, vice-president; V. E. Bates, Frank- 
lin Life, secretary-treasurer, and Walter 
Raymond, General American, national 








You were to say 


to your prospects— 
“Mr. 
calendar 


Jones, I can turn the 
back—give you pro- 
tection at a rate you could have 
had on an ordinary policy when 


you were 15 years younger’— 


Would they listen ? 


Central Life men are finding 
that not only will the majority 
listen, they’ll also buy— 


Because as far as rates go, 
Central Life men can turn the 
calendar back with Central 
Life’s new, exclusive— 


TRIPLE PROTECTION POLICY! 


We shall be glad to give the 
details about this unique policy 
to insurance men interested in 
agency opportunities with a 
37-year-old company. Write 
to— 


Alfred MacArthur, President 


CENTRAL LIFE 














_— Insurance Company of Illinois == 
211 West Wacker Drive, Chicago, III. 


aw 


XUM 


Sunt feed Oi > Ole CO ee ete ait a ea ee ee 


Aa Ft A one ee 


—S = ] OR eS Ss Re 





XUM 


1942 


LIFE INSURANCE EDITION 


17 








July 24, 





committeeman. Mr. Leonard is also 
president of the Kansas association. 
D. Ferrell, president of Kansas State 
College, was the speaker at the July 
meeting. 

Dodge City, Kan.—George D. Deck, 
Mutual Life, has been elected president; 
H. J. Bullard, State Farm Life, vice- 
president, and J. A. Farley, Victory Life, 
secretary-treasurer. 

Long Beach, Calif.— Officers for the 
President, H. D. Stevenson, 


3 


year are: 
Prudential; vice-president, Theo. A. Rey- 
nolds, Aetna Life; secretary-treasurer, 


Paul McBride, Occidental Life, California; 
directors: Richard Balue, Connecticut 
General; W. Jack Long, Kansas City 
Life; R. Wayne Jackson, Metropolitan 
Life; Barney Lindsey, Prudential; and 
G. T. McElwrath, New York Life. 

John R. Mage, general agent North- 
western Mutual Life at Los Angeles, was 
the speaker and talked on “Life Under- 
writing as It Relates to Today’s Busi- 
ness.” 

Fort Smith, Ark.—John R. Buhr has 
been elected president. He succeeds 
Stanley Smithson. L. H. Hutcheson is 
vice-president, and D. M. Horton, secre- 
tary-treasurer. 

Coffeyville, Kan.—George W. 
Prudential, has been named national 
councillor to succeed Frank W. Sutton, 
who received a captain’s commission in 
the army earlier in the year and is sta- 
tioned in Washington. 


RECORDS 


American Mutual Life—Reports a 25 
percent gain in new paid business in 
June over the same month in 1941. 
Every month this year has exceeded 
production over the previous month. 
Leading agencies in June were J. P. 
McMahon, Waterloo,, Ia.; B. F. Provol, 
Chicago; H. L. Fuller, Omaha; J. D. 
Serrill, Minneapolis, and P. H. Luin, 
Des Moines. The five leaders for per- 
sonal production were Mr. McMahon, 
Mr. Provol, C. E. Learned, Jr., Minne- 
apolis; C. R. Jones, Omaha, and R. B. 
Namanny, Des Moines. 


Manhattan Life—New paid for busi- 
ness increased 16 percent in the first 
six months over the same period in 
1941, and insurance in force increased 
17 percent to $102,874,016 as of June 
30. 

Country Life — First nine months’ 
paid business $14,750,000, and expects 
to complete the fiscal year Sept. 30 
with about $21,000,000, an increase of 
approximately $2,000,000. Leading gen- 
eral agent is Ray Barr, Ottawa, IIl., 
with $560,000; second, Anne Miller, Jo- 
liet, Ill., with $533,000 of which 80 per- 
cent is her personal production. 


Indianapolis Life—New paid business 
for June was 21.7 percent ahead of 
June, 1941. For the first half new 
business was 18.3 percent ahead. The 
increase in insurance in force for the 
six months was 60 percent greater than 
for the first half of 1941 and brought 
the total in force to $124,355,000. The 
five leading states in new business were 


Heller, 











Indiana, Illinois, Texas, Ohio and 
Michigan. 
Reliance Life—New paid business 


first six months this year totaled $29,- 
163,904, total insurance in force $548,- 
566,400, gain $14,538,824. The number 
of new paid policies totaled 10,325 and 
their average size was $2,825, an in- 
crease of $200 over the 1941 figure and 
$237 over 1940. 

Tice & Jeffers agency, Midland Mutual 
Life, Columbus, O.—Paid production is 
more than 35 percent ahead of the first 
half. The ageney, which produces ap- 
proximately $3,000,000 annua!ly, has 
operated continuously under the same 
management for the last 36 years, and 
now has more than $37,000,000 of busi- 
ness in force. 





THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 


Port Huron, Michigan 











LEGAL RESERVE FRATERNALS 





Golden Anniversary 
Meeting Is Held 


Mrs. Bina West Miller, founder of 
Woman’s Benefit of Port Huron, Mich., 
was honored at the golden anniversary 
supreme review meeting held in Chicago 


this week, and most of her statf 
was reelected. 
Fifty years ago, Mrs. Miller, then a 


country school teacher at Capac, Mich., 
considered the refusal of life insurance 
companies to insure women and decided 
to do something about this problem. She 
borrowed $250 for expenses and started 
Woman’s Benefit. 

There was a major financial problem 
of a $1,000 death claim in the first year, 
but this was weathered with $20 to spare. 
Now Woman’s Benefit has more than 
200,000 members, with about 20,000 in 
Illinois, including 14,000 in Chicago, and 
the assets are about $44,500,000. Mrs. 
Miller declared the society each year will 
buy about $3,000,000 of war bonds until 
the war ends. 


Recipient of Silver Service 


Mrs. Miller was presented a handsome 
silver service, on behalf of the society by 
Mrs. Nellie C. V. Heppert, Akron, O., 
supreme treasurer, and on behalf of su- 
preme delegates, by Mrs. Julia Ginn Fo- 
ley, Los Angeles, supreme vice-presi- 
dent. 

Mrs. Margaret Marvin, Wheeling, W. 
Va., was elected chaplain. 

Attending from the head office in ad- 
dition to those mentioned were Miss 
Frances V. Partridge, supreme secretary, 
past president National Fraternal Con- 
gress; Frank Lee, actuary; Mary Baird, 
Dominion supervisor; Mrs. Clara M. 
Bender, building superintendent; Miss 
Agnes Koob, secretary to Mrs. Miller; 
Miss Daisy MacKenzie, office manager, 
and Mrs. Blanche Sickles, secretary to 
Miss Partridge. 

Mrs. Ethel M. Hayford, Detroit, is 
acting past supreme president, and Mrs. 
Caroline M. O’Brien, Vancouver, B. 
is supreme lady of ceremonies. 


Broaden Scope of Certificates 


The by-laws were amended and broaa- 
ened so the scope of benefits in certifi- 
cates will be greater, especially among 
juniors. Woman’s Benefit is especially 
active in the juvenile field. 

It was voted to hold a “Peace Jubilee” 
meeting, pageant and ceremonial at San 
Francisco as soon as the war is con- 
cluded. The Chicago meeting originally 
was scheduled for San Francisco. The 
jubilee will be on an international basis. 

Reports of officers showed much pro- 
gress made in the last year, with a net 
gain greater than for a number of years. 
Conservation work is proving more effi- 


cient. 

A dinner was held at which Mrs. 
Miller presided. A decoration feature 
was a large Statue of Liberty modeled in 
wax, and each table was served ice- 
cream models of the statue. All decora- 
tions were in gold color. Leonard Hicks, 
general manager Morrison hotel, which 
was headquarters, introduced the visiting 
Woman’s Benefit officials. About 150 
persons attended. 


N.F.C. Asked to Assist in 
Civilian Defense Work 


Jonathan Daniels, assistant director 
of the Office of Civilian Defense in 
charge of civilian mobilization, in a let- 
ter has requested T. R. Heaney, presi- 
dent of the National Fraternal Con- 
gress, to call for reports from local 
chapters and lodges of societies setting 
forth their civilian defense activities. 
Director Daniels also asks that socie- 
ties’ members be asked to volunteer 
their services to defense councils where 
they live. 

He pointed out that every civilian 
must recognize his first duty as a citi- 
zen is to make the democracy work. If 





defense councils are strong, the armed 
forces will be more soundly linked to 
the home front and the communities 
everywhere will meet the demands of 
the emergency and release productive 
power with cumulative results. 

“The character of defense councils is 
the best measure not only of the se- 
curity of people in their homes, but 
also of the strength which all American 
towns can add together to the national 
war effort. Defense councils harboring 
improper politics, limited participation, 
and the domination of one class or 
group may hinder the successful prose- 
cution of the war,’ Director Daniels 
warned. 


President Heaney’s Letter 


President Heaney in a letter to mem- 
ber societies stated, ““We know that our 
affiliated societies are actively cooper- 
ating in all civilian war activities. How- 
ever, with information furnished by our 
societies indicating their various activi- 
ties, the director in charge of civilian 
mobilization will be in a better posi- 
tion to coordinate these activities 
throughout the nation.” 





Aid Association Foregoes 
All Sales Meetings 


Aid Association for Lutherans has 
decided not to hold any sales meetings 
this year, due to the request of the di- 
rector of the Office of Defense Trans- 
portation urging that organizations not 
having to do with essential war effort 
not hold conventions because of the ef- 
fort to conserve rubber and gasoline. 
The action of Aid Association does not 
in any way affect the usual meetings 
within an agency or group of nearby 
agencies, the agency department noti- 
fied general agents and field men. The 
hepe was expressed that these smaller 
local meetings not only be continued 
but be given even greater emphasis. 

“Our decision to dispense with any 
sales meetings was motivated by a de- 
sire to cooperate with the federal gov- 
ernment’s request to eliminate as many 
of this type of meetings as possible,” 
President A. O. Benz stated. 





Berenbeim Colorado Manager 


S. Leonard Berenbeim, Denver attor- 
ney, has been appointed state manager 
for A.O.U.W. of Kansas, in charge of 
promotional work for Colorado. His of- 
fice is in Suite 622, First National Bank 
building, Denver. He is an experienced 
insurance man and has specialized in 
fraternal work. 





Names Two in Wis. Field Posts 


Fred <A. Johnson, supreme _vice- 
archon and general organizer of Royal 
League, Chicago, has appointed Lester 
Lauret, Milwaukee, to succeed George 
G. Wright of that city as state advis- 
ory scribe, and Miss Dorothy Gibson 
of Milwaukee as state district manager. 
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CALIFORNIA 

Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


ILLINOIS 
DONALD F. CAMPBELL 
and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
35 Years ef Service 


160 North La Salle Street, acon Mia 
Tel. State 133 















































WALTER C. GREEN 


Consulting Actuary 
211 W. Wacker Dr. 333 St. Charles Ave. 
Chicago New Orleans 
Franklin 2633 0947 














HARRY S. TRESSEL 


Certified Public Accountant and 





Actuary 
10 S. La Salle St, Chicago 
Associates 
M. Wolfman, A. A. IL. A. Franklin 4020 
N. s M Ph. D. 

















INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—Omaha 























HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio Street 
INDIANAPOLIS, INDIANA 














NEW YORK 
Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuary 


Edward B. Fackler Robert O. Holran 
8 West 40th Street New York City 




















Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran and Linder 
116 John Street, New York, N. si 














Aug. 17-19, National Association of 
Life eee setters, Chicago, Edgewater 
Beach Hotel. 

August 24- 26, Insurance Section, 


American Bar Association, Detroit, Ho- 
tel Statler. 

Aug. 31-Sept. 2, International Associa- 
tion of Insurance Counsel, White Sul- 
phur Springs, W. Va., Greenbrier Hotel. 

Sept. 14-15, International Claim Asso- 
ciation, Chicago, Edgewater Beach Ho- 


tel. : 

Sept. 14-16, Life Advertisers Associa- 
tion annual meeting, Chicago, Edge- 
water Beach _—- 

Sept. 28-Oct. National Fraternal Con- 
gress, Chicago, gnnen Hotel. 

Oct. 5-8, American Life Convention, 
Chicago, Edgewater Beach Hotel. 

Oct. 15-16, Institute of Home Office Un- 
derwriters. Cincinnati, Hotel Gibson. 

Oct. 19-21, Actuarial Society of Amer- 
ica and American Institute of Actuaries, 
Royal York Hotel, Toronto. 


Oct. 24, Illinois State Association of 
Life Underwriters mid-year meeting, 
Peoria. 


PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
Associate 
E. P. Higgins 
PHILADELPHIA 











THE BOURSE 


TEXAS 


GEORGE VAN FLEET 
CONSULTING ACTUARY 
812 Tribune Tower 
AUSTIN, TEXAS 
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LIFE AGENCY CHANGES 





Don Parker Shifted 
to Pittsburgh Area 


Don Parker, formerly supervisor of 
the division 2 of the great middle depart- 
ment of the New York Life with head- 
quarters in Cleveland, has been appointed 
inspector of agencies of the Al- 





DON PARKER 


legheny department with headquarters in 
Pittsburgh. He started with the com- 
pany as an agent in Des Moines in 1930 
and was appointed agency organizer of 
that branch the following year. He was 
transferred to Davenport in 1934 and in 
January, 1935, was made agency director 
of a new branch office which was opened 
in Davenport. He then was shifted to 
the Nebraska branch in May, 1936, as 
agency director and in 1938 the New 
York Life, for the first time in many 
years, led all other companies in the 
state in volume of new business. 

He was promoted to supervisor of the 
great middle department in January, 
1940. In his new position at Pittsburgh, 
he has charge of the Erie, Harrisburg, 
Johnstown, Pittsburgh, all in Pennsyl- 
vania, West Virginia and Columbus and 
Youngstown, O., branch offices. 

H. W. Hughes, whom Mr. Parker suc- 
ceeds, has returned to the middle west 
where he has been placed in charge of 
the Sioux City, Ia., branch. 





Guarantee Mutual Life 
Appoints Wilmot at Wichita 


George R. Wilmot of Omaha has been 
appointed general agent for Wichita, 
Kan., and vicinity 
by Guarantee Mu- 
tual Life of Omaha. 
He first joined 
Guarantee Mutual 
in 1938 as an agent 
in Augusta, Ga., of 
the J. Guy Jackson 
agency at Macon. 
His previous ex- 
perience had been 
in banking and asa 
road salesman for 
General Foods. 

In the remaining 
nine months of . : 
1938 he qualified G. R. Wilmot 
for the company’s Century Club. In 
September, 1939, he moved to Omaha 
to join the Sam B. Starrett home office 
agency. Although a stranger in the city 
he retained his place as a leading pro- 
ducer and qualified for the Century Club 
in 1940 and the Gold Medal Club ($200,- 
000 paid and. issued business) in 1941. 
In his 33 months in Omaha he qualified 
26 times for Guarantee Mutual Life’s 
High “20” Club and maintained App-a- 
Week Club membership for 91 consecu- 
tive weeks. 

Mr. Wilmot has been a contributor of 





selling ideas and plans, several of his 
articles having been published recently 
in nationally circulated insurance jour- 


nals. He has established agency head- 
quarters at 605 First National Bank 
building. 





Edelstein Named by Hughes 
as Special Counsel 


J. Milton Edelstein, Utica, N. Y., has 
been appointed by E. W. Hughes, gen- 
eral agent in Chi- 
cago of Massachu- 
setts Mutual Life, 
as special counsel 
on corporation and 
pension trust in- 
surance. Mr, Edel- 
stein goes fron 
the Utica agency 
of that company 
where he had an 
outstanding sales 
record for the last 
three years. He 
attended Syracuse 
University, Albany 
law school and re- 
ceived the A.B. degree at New York 
State Teachers College in 1935. Mr. 
Edelstein at Utica was active in Jew- 
ish organizations, being a director of 
tthe Jewish Community Council and 
the Young Men’s Board of Trade. 





J. M. 


Edelstein 





Sellers Goes to Meridian 

E. A. Sellers, district manager of Jef- 
ferson Standard Life in Jackson, Tenn., 
has been transferred to Meridian, Miss., 
as district manager. 





Crissey Made General Agent 

DENVER—Virgil S. Crissey, former 
district manager, has been appointed 
general agent for western Colorado by 
Security Life & Accident. Mr. Crissey, 
whose headquarters will be at Grand 
Junction, Colo., is a member of the 
Leading Producers Round Table of the 
National Association of Accident & 
Health Underwriters. 





Chandler Kalamazoo Manager 


J. Matt Chandler has been named 
district manager in Kalamazoo, Mich., 
by Northern Life of Canada. He has 
been in life insurance work since 1939. 
His office is in the Peck building. 





Berliner Made Supervisor 


William S. Vogel, Newark general 
agent of Columbia National Life, has 
appointed Abe S. Berliner supervisor. 
He has been acting as district manager 
at Paterson, N. 

A graduate of the New York Univer- 
sity School of Finance, he entered life 
insurance in 1935 with Penn Mutual 
Life, joining the Vogel agency in 1939. 





Sims Named in Oklahoma City 


Capitol Life of Denver has appointed 
Lewis S. Sims general agent in Okla- 
homa City. He has been for several 
years special agent and district manager 
of Capitol in western Oklahoma. 


July 24, 1942 








Conwell Life Speints 
S. D. District Manager 





N. D. Aardappel, lifelong resident of 
South Dakota and well known there in 
business and insur- 
ance circles, has 
been appointed dis- 
trict manager at 
Mitchell, S. D., to 
be associated with 
the 31-year old H. 
De Slaughter state 
agency of the Cen- 
tral Life of Illinois. 

Born in Armour, 
Mr. Aardappel at- 
tended Yankton 
College and for 
four years operated 
a weekly newspa- 
per in his home 
town. Thereafter he was associated with 
a large newspaper syndicate in Denver, 
returning to South Dakota to enter life 
insurance in July, 1941. In his first full 
year in the business he set an enviable 
record of paid-for business. 


ACCIDENT 





N. D. 


Aardappel 











United States Life Has 
New Combination Policy 


A new accident and health contract 
combining accident and sickness benefits 
in one policy is now issued by United 
States Life. The new policy, known as 
the “U. S. Life Special,” covers occupa- 
tional disability and fs issued to classift- 
cations A through G. 

The extension of coverage makes the 
policy available to applicants engaged in 
heavy industry and is a means of supple- 
menting industrial group insurance as 
well as to provide income over and above 
that provided by compensation. 


Indemnity for Five Years 


It pays for five years for total acci- 
dental disability beginning the first day 
and one year for confining sickness be- 
ginning the eighth day, with one month 
for partial accident disability and non- 
confining sickness. <A specified sum is 
payable for medical expenses of non-dis- 
abling injuries. The new policy also cov- 
ers accidental loss of life, limbs and sight 
and includes a double indemnity clause. 
Single indemnities are paid for passen- 
ger aviation accidents. 





Travelers Warns of Home 
Accident Blackout Peril 


In order to encourage householders 
to fit out blackout rooms rather than 
merely depending upon turning off the 
lights and hoping they won’t be needed, 
Travelers made a survey of the experi- 
ences of policyholders who collided with 
inanimate objects in their homes. The 
conclusion is that people don’t remember 
where their furniture and doors are lo- 
cated. Many accidents occurred when 
persons walked boldly about their homes 
at night in the dark. The injury usu- 
ally consisted of a broken toe. 

Travelers tells of the experience of a 
mother and daughter in a Pennsylvania 
town during a trial blackout. Their pet 
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“An Old Line Legal Reserve Life Insurance Co.”’ 
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NON-CANCELLABLE GUARANTEED RENEWABLE 
ACCIDENT AND HEALTH CONTRACTS 


Accident Company 








ATTRACTIVE AGENCY OPPORTUNITIES 


W. LEE BALDWIN 
President 








dog knocked over a vase of flowers in 
the downstairs hall. The daughter 
moved to investigate, bumped into the 
edge of an open door, broke her glasses, 
cut her face and fell. 

Travelers states that 58 percent of 
the claims involved injuries to bare feet 
and more than half of those were re- 
ceived in the dark. The legs of beds 
and chairs and the edges of doors were 
the objects most frequently struck by 
barefoot persons in the dark. 





Service Stressed in Change 


Provident Life & Accident empha- 
sizes that its extension of coverage 
under its automobile accident policies 
to include other forms of transporta- 
tion was based on the desire to give 
the traveling public a “break,” since 
policyholders will be using other forms 
of transportation than private automo- 
biles, and was not based on cancella- 
tions of such policies, As a matter of 
fact, its cancellations are extremely 
low and have not advanced as much as 
2 points in recent months. 








N. J. Banks Make Study 


on Writing Life Insurance 
NEWARK—Whether a measure will 


be introduced at the fall session of the 
New Jersey legislature permitting sav- 
ings banks to write life insurance will 
depend largely on the result of a study 
now being made by the savings banks. 
Some of the bank officials are not 
keen about entering the life insurance 
field at the present time, due to the war 
conditions while others feel that inas- 
much as considerable life insurance is 
being written in New York, Connecticut 
and “Massachusets by the banks, there 
is no reason why New Jersey banks 
should not fall into line. Some of the 
banks in the large cities, two of which 
are large industrial centers, feel that 
they could write considerable life in- 
surance, through the fact that many of 
the depositors are industrial workers. 
Life men in general throughout the 
state are opposed to banks going into 
the life insurance business in New 
Jersey, and if a measure is introduced, 
it will be met with bitter opposition on 
the part of the life insurance fraternity. 
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WILL THE WIND BLOW? 


HAT’S often impossible to pre- 
dict, just as it’s often im- 
possible to predict in advance the 
policy that will best meet a pros- 
pect’s requirements. But Ameri- 
can United Life agents are fortu- 
nate in having a complete line of 
participating and non-participat- 
ing plans to fit any situation—no 
matter how the wind blows. And 
they’re fortunate, too, because 7 


they enjoy large renewal com- 
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missions during the early years of 
each contract. Write for details. 
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Northwestern Mutual Agents 
Hear Practical Ideas 





NEW YORK-—A joint all-day meet- 
ing of the three New York city and 
Brooklyn agencies of Northwestern Mu- 
tual Life did an excellent job of substi- 
tuting for the canceled Milwaukee annual 
meeting of the Association of Agents. 
A. J. Johannsen, Brooklyn general agent, 
presided in the morning. General Agent 
Clifford L. McMillen ran the luncheon 
meeting and announced the prize win- 
ners and club qualifiers for the three 
agencies. Harry Krueger conducted the 
afternoon session, substituting for Gen- 
eral Agent Rudolph Recht, to whom he 
is assistant. 

Mr. Johannsen in his opening remarks 
declared that the favorable factors in 
today’s situation should be borne in 
mind as offsets to the unfavorable 
aspects. On the bright side he listed 
the following: 


Favorable Factors Are Shown 


Never before have the people had so 
great a potential buying power as they 
will have in the immediate future. OPA 
has estimated that the 1942 national 
income after taxes will be 97 billion, 
with only 70 billion in consumer goods 
available, leaving a surplus of 27 billion 
for savings. 

The public today is better sold on 
life insurance than ever before. In six 
years, with a population increase of 
6,000,000 insurance in force has increased 
24 billion. 

Never before has the feeling of inse- 
curity been so universally present in the 
minds of our people and this pressure 
will increase as our armies take a more 
active part in the world struggle and 
as the tragic events are emphasized by 
press and radio. 


Must Turn to Insurance 


With the investment and tax situation 
the average man must turn to life insur- 
ance as the best or only means of guar- 
anteeing a competency for himself and 
his family. 

The attitude of Congress and even 
the administration generally is favorable 
to life insurance. 

Thousands of new _ businesses are 
springing up and will continue to do so, 
some making a great deal of money. 

The draft plus war jobs will reduce 
the agency forces 20 to 25 percent. In 
Canada the reduction was 25 percent and 
the production per agent increased 44 
percent. 

New taxes, 
life insurance. 

The inflation bugaboo is going to be 
controlled. Other countries are doing it 
and so will we. 


create new markets for 


Appraises New Trends 


Mr. Johannsen said that changes now 
going on in the world will mean for a 
long time higher taxes, limitations on 
profits, reduction in power of bankers 
and financial classes, including life in- 
surance companies, lessening in number 
and significance of absentee owners. In 
this shift of power a few will suffer but 
as offsets there should be a more stable 
internal cooperative machinery, a better 
world for the great masses, an increase 
of social consciousness, and a revival of 
the spiritual aspects of life. 

Already life insurance, both in_ the 
home office and in the field is participat- 
ing in the accelerated evolutionary proc- 
ess resulting from the war, said Mr. 
Johannsen. Methods of compensation, 


training and supervision will be radically 
changed in the next 20 years and these 
changes will bring new efficiency, better 
service and added security for both pol- 
icyholders and agents. 


HERMAN DUVAL 








Agent8 who want to be _ successful 
today must tackle their jobs in the same 
spirit as successful business men in any 
line, Herman Duval, veteran high-vol- 
ume personal producer told the gather- 
ing. In that way they will not get into 
that terrible state of mind where every- 
thing seems to go wrong and nothing 
seems worth doing. 

“Insurance is being written and can be 
written and the only way is for you 
fellows to get out and sell it,’ he de- 
clared. “One of the most important 
things in this business is the will to win. 
You’ve got to have confidence in your 
own efficiency, your company and in the 
institution of life insurance. As far as 
I am concerned there 1s nothing devised 
bv the human brain that equals the in- 
stitution of life insurance. This is the 
grandest business that anyone can be 
in.” 

Cites Actual Cases 


M. E. Jacobs, Recht agency, reviewed 
the cases of men who have been success- 
ful in spite of today’s conditions by just 
keeping plugging with the usual meth- 
ods. Five new men taken on since Jan. 
1, 1942, spent 32 hours in the field, 14 
in the office, or 46 hours a week. They 
averaged 32 selling calls a week, 22 in- 
terviews and sold an average of 1% lives 
per week, earning $56.13 per interview, 
or at least $70 a week, an excellent 
record for men just learning the business. 

Five veteran agents made the follow- 
ing records: 

Vincent Miletti, Newark, paid for 
$202,000 on five manufacturers, six juve- 
niles, two transportation workers, one 
engineer, one office clerk, and one pro- 
fessional woman. All he does is to use 
his policyholders for leads, asking each 
for names of sons, and competitors. He 
usually approaches competitors on a 
business insurance basis, but ends by 
selling them personal coverage. 

John Binns, Newark, sold $200,000 on 
26 lives, largely business and _ profes- 
sional men. 


Stresses Higher Taxes 


C. D. Cowles, Buffalo, sold profes- 
sional and business men. He used no 
new sales talk, but stressed higher taxes. 

H. E. Haiman, Cleveland, sold 14 
lives for $369,000 and none. were de- 
fense workers in spite of being in the 
war industries zone. He sells men in 
banks and other places who have suc: 
ceeded men who have gone into the 
armed forces. 

Matthew Burgheim, St. Louis, sold 
$96,000 on eight lives, including $10,000 
to a rug cleaner. “I use the same old 
ideas that I’ve been going out for the 
last 15 years. I go out thinking I can 
do the business and strangely enough, I 
do it.” 

Mr. Jacobs stressed the market for 
women, pointing out that each of the 
producers cited included sales to women. 
He quoted from the Sales Research Bu- 
reau’s recent survey on this point. 

D. B. Fluegelman, Recht agency, dealt 
with business insurance opportunities. 


Increased tax liabilities, he said, have 
heightened the need for meeting estate 
taxes and yet leaving enough money to 
permit the business to operate. Build- 
ing up cash assets, borrowing money, 
or the sale of business assets are all 
undesirable. The only other method is 
life insurance to provide cash. 

With a given amount of gross income 
available to a beneficiary the net income 
will be much smaller than under former 
conditions. Life insurance is the only 
answer. 

Normally life insurance is considered 
as something to be naid for out of in- 
come, but today income taxes rise so 
sharply with increasing income that 
many are discouraged from committing 
themselves to pay out such hard-to-earn 
dollars. But there is no more reason 
why insurance premiums should be 
viewed as paid out of income than that 
plant improvements should be paid for in 
a single year. Sufficient money shou!d be 
transferred from capital to take care of 
premiums. This provides a means for 
transfer of non-liquid assets to liquid 
assets, which are better able to take care 
of the tax situation. It also removes 
the objection that the business cannot 
afford to pay for the insurance. 

A field for key-men insurance exists 
not only among the few executives essen- 
tial to the business but also on the 
younger men taken on for training but 
who might die before developing to a 
point where their value had repaid the 
corporation for the cost of training them. 


CHICAGO GATHERING 








Transcribed talks by President M. J. 
Cleary and Grant L. Hill, director of 
agencies of Northwestern Mutual, and 
running comment on many subjects in 


person by Larry J. Evans, assistant 
agency director, featured the agency 
convention of the Hobart & Oates 


general agency at Chicago this week. 
This was one of the series of 85 similar 
agency meetings held throughout the 
country in place of the annual conven- 
tion of the Association of Agents which 
has been held for 66-years consecutively 
at the home office in Milwaukee. 

The theme was “The Market for 
1942.” Mr. Evans summed up that it 
was a very serious time in every respect; 
however no matter what the situation is, 
history has shown that life insurance 
is the one and only answer to man’s 
life problems. He urged the agents not 
to let anything throw them off the track 
of identifying the prospect’s problems 
and applying life insurance to them. On 
the rosy side, he noted national income 
is $110,000,000,000, the highest in his- 
tory, and while whole segments of the 
population have been removed from the 
life agent’s picture, other entire segments 
are coming into it. 

€. Axelson, special agent, past 
president Illinois Association of Life 
Underwriters, discussed taxation, saying 
the new tax bill passed by the House 
means that a man making $50,000 this 
vear up to last Saturday night had 
worked entirely for the government, and 
one making $100,000 would continue to 
work for the government until after 
Labor Day. 

He built his entire talk about the 
booklet “Life Insurance in War Time” 
by Abner Thorp, editor “Diamond Life 
Bulletins.” Mr. Axelson noted the enor- 
mous bank balances in Chicago, saying 
the money goes to smaller communities 
to start and. finance businesses whose 
profits then go back to Chicago. It is 
also true of New York and other large 
financial centers. The agents of these 
centers are in a superior position, he 
believes. 

Carl Hibbard found the times not so 
out of line with other disturbing times, 


the people much the same, and similarly 


with the problems. Parents are still 
interested in their children and their edu- 
cation. The birth rate is up a little bit. 
There has been a big shift in the buying 
power and it seems to Mr. Hibbard that 
a new field thus has been opened so 
there is merely a matter of the agents 
adjusting themselves and cashing in. 


People Thinking Soundly Again 


Pearl Harbor shocked the nation emo- 
tionally and greatly upset it, but the 
people are getting down to sound 
thinking again. They are earning more 
money and they are in a quandary as to 
how to spend it. The wives at home 
are very life insurance conscious and will 
have much to say about how their hus- 
bands spend the surplus. 

Robert Reid gave an inspirational talk, 
urging the agents to focus their atten- 
tion 100 percent on their business; that 
they bury the past and concentrate on 
the future. 

Mr. Evans presented various produc- 
tion awards, the leading pacemaker being 
Mr. Hibbard. Malcolm Vail of H. S. 
Vail & Sons, and J. O. Todd of the 
same office won awards, as did Clarence 
E. Smith, special agent and large pro- 
ducer. 

Ralph H. Hobart presided in the 
morning and J. F. Oates in the after- 
noon. C. R. Robb and L. W. Uebele 
discussed the social security approach, 
finding this very effective today. Messrs. 
Smith and Todd took up estate conser- 
vation with especial reference to taxa- 
tion, their talks being highly instructive 
and well informed. John Bellows dis- 
cussed the family income policy, Ed 
Hoelscher and Henry Maltenfort the 
women’s kit, commenting on the fine 
field for selling life insurance on women 
today. Prospecting and sales ideas were 
given by H. R. Shedd, Lee Loventhal, 
Don Hayn, Ben Badenoch and Richard 
Hefter. Mr. Evans gave the closing 
message and summing up. 

Fifty agents of the Peoria, Ill., agency 
of C. R. Garrett, and their wives at- 
tended an all-day business meeting and 
get-together there with Mr. Garrett as 
host. The paid for business is 24 per- 
cent ahead of last year, Mr. Garrett re- 
ported. 

Contest award winners were Clifton 
Egbert, Kewanee, first; Clyde Bonfos- 
sen, Macomb; George O'Roke, Pekin; 
J. H. Roth, Jr., Peoria; and Carter 
Trumpy, Avon. Mr. Egbert’s standing 
was sixth in the nation for the com- 
pany. <A. F. Moore, Ottawa, received 
a bronze button award for record pro- 
duction in his first full year under con- 
tract. 





Sales Suggestion 
for the Week 





Agents can use the poster put out by 
the Institute of Life Insurance in which 
there are five health rules: Eat right, 
get your rest, see your doctor once a 
year, keep clean and play some each 
day. Some agents are taking these post- 
ers as they go to prospects and get them 
interested in the posters, especially em- 
ployers. The prospect is told if he is an 
employer that it is highly necessary that 
his employes keep in good condition be- 
cause of these stirring, emergency times. 
It is very necessary when talking to em- 
ployes to show them that it is most de- 
sirable to follow certain rules. The em- 
ployer is urged to tack this poster on 
the wall. It bears the name of no insur- 
ance company. The agent therefore uses 
the poster as an introduction because it 
really points out the necessity of proper 
protection. It opens -the way for a sal- 
ary savings proposal. 
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Latest Policy Changes 


The National Underwriter is the only weekly insurance newspaper 
providing its readers with important last minute policy and dividend 
changes. Compiled by John H. Rader, National Underwriter statistician, 
these weekly reports supplement the data contained in the Little Gem, 
published in March at $2.50 a copy, and the Unique Manual-Digest. 


published in May at $5 a copy. 





Great-West Revises 
U.S. Non-par Rates 
to High Levels 


Great-West Life has revised all non- 
participating rates in the United States, 
except on ordinary life preferred risk, 
double insurance and single premium 
plans. The rates in all cases are higher 
than those formerly in effect, except on 
the term to age 65 plan, on which the 
rates at most ages have been decreased. 

On all plans for which premiums have 
been revised, reserve basis has been 
changed from American Men (5) 3% 
percent to A. M. (5) 3 percent except 
for pension plans which already were 
valued on the 3 percent table. 

The principal participating plans were 
placed on the 3 percent reserve basis 
July 1, 1939, and single premium non- 
participating plans likewise were 
changed Jan. 1, 1942. The effect of the 
present change is, therefore, to place all 
U. S. business on the 3 percent basis ex- 
cept the ordinary life preferred risk par- 
ticipating and non-participating, and 
double insurance plans. 

Surrender values on the new non-par- 
ticipating policies are identical with 
those already in effect for the corre- 
sponding participating plan. No changes 
have been made in rates for policy set- 
tlements or in premiums for disability 
and accident benefits. The new premium 
rates in part are: 






End. Pens. 10 Term Rider 

at 20 at65 Year to 20 
Age 85 Pay (Male) Term 65 Year 
15 $12.94 os eo ome 
20 14.49 os x0 ae 
21 14.85 $8.03 $10.02 $5.08 
22 15.32 8.07 10.22 5.14 
23 15.60 8.11 10.42 5.22 
24 16.03 8.16 10.63 5.2 
25 16.45 8.20 10.85 5.3 
26 16.90 8.26 11.08 5.4 
27 17.388 2 8.3 11.32 5.57 
28 17.87 2 8.39 11.57 5.69 
29 18.40 8.48 11.84 5.84 
30 18.97 25 8.59 12.12 6.00 
31 19.55 28 S.i3 12.43 6.21 
32 20.17 29.84 8.90 12.75 6.44 
oo 20.82 30.52 9.10 13.10 6.72 
34 ei.61 31.22 9.35 13.47 7.03 
35 2.23 31.94 9.62 13.86 7.40 
36 32.68 9.94 14.28 7.82 
37 33.45 10.3 14.73 8.28 
38 34.25 10.73 15.19 8.79 
=. | 35.08 11.19 15.70 9:37 
41) 35.94 11.72 16.22 10.02 
11 36.81 12.382 16.77 10.73 
12 37.74 12.98 17.37 11.51 
43 38.70 § 13.70 17.98 12.38 
44 39.71 14.51 18.64 13.35 
15 40.76 15.40 19.34 14.39 
46 41.87 - 16.38 20.20 15.54 
47 43.04 - 17.45 21.11 16.79 
18 44.27 - 18.638 22.07 18.17 
40 45.57 « £9.02 ° 23:07 19.67 
50 46.95 - 21.33 24.10 21.30 
51 48.40 - 22.77 25.18 oe 
52 49.95 24.35 26.31 
53 51.61 26.07 27.50 
m4 53.37 27.95 28.73 
55 55.26 30.01 30.01 
60 66.92 36.58 
65 36.58 











Equitable of Iowa 
Has Night Owl Club 


Agents of Equitable Life of 
Iowa have organized a Night 
Owl Club, to service defense 
workers and other employes who 
cannot be reached during the day- 
time hours. 

All of the members of the Des 
Moines agency have enrolled in 
the club, with each member agree- 
ing to devote several evenings 
each week to night sales and serv- 
ice calls. 








Connecticut Mutual 
Liberalizes Rules 
in Underwriting 


Of marked assistance to Connecticut 
Mutual field men ,in selling insurance 
under present day conditions is the an- 
nouncement by Vice-president H. F. 
Larkin of the liberalization of certain 
of its underwriting rules. 

The women’s market is an important 
one today and the Connecticut Mutual 
has announced an increase in its non- 
medical limits for women, with an ex- 
tension of the limit from $3,000 to 
$5,000, the same as for male lives. This 
non-medical privilege only applies to 
single, wage-earning women who go 
out from their homes daily to a place 
of employment. 

The company also has extended non- 
medical to include the graded premium 
ordinary life plan. Other plans in- 
volving term features will still require 
a medical examination. 

Another liberalization in underwrit- 
ing which was announced was the elim- 
ination of the minimum age limit of 20 
on housewives. The maximum limit is 
age 50, as heretofore. 

To expedite action and to save time 
of medical examiners who, because of 
the war are becoming busier and 
busier, the Connecticut Mutual has 
made the ruling that --here an addi- 
tional specimen is soauieel it may be 
obtained by a _ general agent, cashier, 
salaried supervisor or supervisor qual- 
ifying on an or ganization basis. 


Income Replacement Form 
Offered by Reliance 


Reliance Life is making available 
Aug. 1 a new “Income Replacement” 
policy which is to be sold in annual 
premium units of $25, each providing 
$10 monthly income to beneficiary from 
date of insured’s death to the time he 
would have attained age 65, and also 
a lump sum death benefit varying from 
about $150 to $500 according to the 
insured’s age at death. 

This is made up of decreasing term 
insurance and is intended primarily to 
fill the gap in social security which oc- 
curs for the widow when her youngest 
child reaches age 18 and her social se- 
curity payments stop until she becomes 
65. 

The lump sum death benefit may be 
used to increase monthly income pay- 
ments, such increase being calculated 
on the basis of the amount of lump 
sum death benefit and 3 percent inter- 
est. Since beneficiary may. look for- 
ward to receiving income under social 
security at age 65, the Reliance policy 
provides income may be extended to 
such age upon request if beneficiary 
would attain age 65 after the insured. 

Under such circumstances each 
monthly payment would be somewhat 
less than $10 per unit depending upon 
the difference in number of installments 
payable, the exact amount being fig- 
ured by commuting basic monthly pay- 
ments on the basis of 3 percent com- 
pound interest. Reliance states in many 
cases by applying the lump sum death 
benefit to increase monthly income 
payments, the income over the new pe- 
riod still would reach $10 monthly. 

If no beneficiary is living at insured’s 
death, lump sum death benefits and 
commuted value of monthly income 
payments at 3 percent interest are pay- 


able immediately to insured’s estate. If 
the last named beneficiary dies after 
insured but before all monthly income 
payments have been made any unpaid 
payments will be commuted at 3 per- 
cent interest and paid immediately in 
a lump sum to such beneficiary’s estate. 

There are no cash and loan values. 
The policy will be issued ages 20-55 in- 
clusive, normally the husband being the 
insured and the wife the beneficiary. 
Waiver of premium disability will be 
issued in connection with this policy 
at extra premium, but not double in- 


demnity. Minimum amount issued is 
two units. The contract is non-partici- 
pating. 





Philadelphia Life Brings 
Out Term to 65 


Philadelphia Life now is offering a 
term to age 65 which is non-participat- 
ing and carries the usual non-forfeiture 
values. It is conv ertible to age 65. The 
minimum policy is $2,500. Premium 
rates annually per thousand are: 


rad 4 rem. Age Prem. Age Prem. 
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24... 11.21 BOs ssc LDseD: S2.... Be.e0 
25. 11.39 39.... 15.96 53.. 27.44 
26. 11.57 4) + 1652 54. 28.61 
27 11.76 41 aa BO's.s 05 ease 
28. 11.96 42 « Thee 





As Seen from a 
Premium Payer 





John W. Meaker, head of John W. 
Meaker & Co., 111 West Washington 
street, Chicago, who was former presi- 
dent of the Cyclone Fence Company of 
Waukegan, IIl., former president Bates 
Valve Bag Co., and has been for the 
last few years engaged in paper bag 
business, was asked by THE NATIONAL 
UNpERWRITER if he had some comment to 
make on life insurance agents and he 
was urged to make any observations that 
he desired concerning their work. He 
Says: 

“First, in the last few years I have 
received very few calls from life agents. 
This may be due to the fact that I have 
reached an age when I may not be 
looked upon as a likely prospect. 

“Second, it has always been my obser- 

vation that these solicitors are very 
courteous, approach the subject in a 
pleasant way, and are not too persistent. 
They do seem to know their business 
and analyze the situation in a convincing 
way. 
“Third, by experience some years ago 
was that the average agent just tried 
to sell one a life insurance policy. I 
think the effort should be along the line 
of selling a life insurance program. The 
insurance should be bought in accord- 
ance with a plan that at the end of a 
certain number of years will develop 
and mature in a way that will accom- 
plish certain objectives. The buying of 
insurance over a period of years was not 
in accordance with a well thought out 
program in some cases. 

“T think what I have suggested in this 
last paragraph is being dohe by the bet- 
ter class of agents now and that they 
try to sell a plan or program rather 
than a single policy which may not fit 
in with any policies previously pur- 


Average Policyholder 
Owns $106 in U. S. Bonds 








Average Policyholder Owns 
$106 in United States Bonds 








HERE IS WHAT THE AVERAGE 
LIFE INSURANCE POLICYHOLDER 
OWNS THROUGH HIS POLICY: 





U.S. GOVERNMENT 

Bonos $106 
— STATE, COUNTY, 
ete: cumeiaa BONDS 
BUSINESS AND 

INDUSTRIAL SECURITIES 162 







MORTGAGES AND 
REAL ESTATE 122 


LOANS TO 
POLICYHOLDERS 43 


CASH AND 
"MISCELLANEOUS 23 





TOTAL 
PER POLICYHOLDER $494 


INSTITUTE OF LIFE INSURANCE 











The average life insurance pol- 
icyholder today owns $106 in 
United States government bonds, 
through his life insurance policy, 
according to the Institute of Life 
Insurance, This is an increase of 
$13 over the figure of a year ago. 








chased. The policy bought ‘lias a 
plan is quite apt to be that form of 
insurance which is favored by the agent 
either because he likes that form of 
policy personally or because he makes 
more commission out of it.” 


New Booklet Published 
by Benjamin Levy on 
Life Insurance 


Benjamin Levy of Liberty, N. Y., has 
got out a booklet entitled “You and Your 
Family—the Fundamentals of Life In- 
surance.” It was reviewed by Dr. S. S. 
Huebner, who compliments the author. 
It is intended for distribution by the 
agents and brokers to life, accident and 
health policyholders and prospects. Its 
purpose is to inform the reader how life 
insurance properly arranged and in suf- 
ficient amount can be used as a silent 
working partner to help carry on his 
plans for himself and his family. It will 
act as a selling aid with most of the 
objections answered. It can be left with 
the policyholder or prospect as a gift for 
perusal. It gives the agent a good rea- 
son for a call back to see if there is 
anything that the reader wants explained 
further. It is selling for $13 per hun- 
dred. 

The author has sold life insurance in 
New York for 17 years and has an office 
in New York City as well as Liberty. 





U. S. National Income and Life Insurance 





1 2 3 4 5 
Ordinary Total 

National In Force at % (2) Ordinary % (4) 
Year Income Year-End to.(1) Sales to (1) 
MB co iets cota eeoimeiaen $50,436,000 $71,298,000 141 $ 7,282,417 14.4 
ho) RS errr ire eee 55,808,000 71,963,295 129 7,281,122 3.0 
BOPMAAB  opccrtrwca tare steel eles 65,144,000 73,738,605 113 7,344,349 11.3 
MOE iio backers we 71,436,000 76,071,004 106 7,533,468 10.5 
MPR cin costae arpie. Seren 64,418,000 77,265,494 120 6,526,610 10.1 
Re Sh we eek oe oak 70,674,000 78,814,619 112 6,425,633 9.1 
ee “eshte eee 76,035,000 81,069,215 107 6,564,200 8.6 
MOD: Sa cmamvarsrs oc coats 94,500,000 84,222,807 89 7,319,049 me 


—From talk by C. O. Fischer, vice-president Massachusetts Mutual Life. 
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LIFE INSURANCE EDITION 


Home office employes of Lincoln National Life being presented with 10 percent 
war bond buttons: (Left to right) A. J. McAndless, president Lincoln National Life; 
Merle J. Abbett, executive-chairman Allen county war savings staff; Justine Coudret; 
Robert Hines; Eileen Kiessling; Robert Schane; Mary Ann Kelley; Gathings 
Stewart; Marjorie Schof and J. B. Donnally. 


Twelve thousand employes of Prudential assembled in downtown Newark outside 
of their home offices and paid honor to their colleagues now serving with the 
armed forces of the United States and Canada. 

On the rostrum are Robert M. Green, vice-president; Franklin D’Olier, presi- 
dent, and A. Harry Moore, former New Jersey governor and a director of Prudential. 

Two large service flags were unfurled, one over the center of Halsey street, one 
over Bank street, on each banner was the numeral 1226 under a huge blue star. 
Elsewhere on the field of each flag were three gold stars, in memory of those who 
died in service. 


Plans are being made by Maccabees for a big Victory Day program involving the 
distribution of small barrels of “Cash for Uncle Sam” to 3,000 lodges to be filled 
and returned to a big barrel in the home office in Detroit. Shown are: Peter Wiggle, 
supreme trustee; C. L. Biggs, supreme record keeper; J. E. Little, field director and 
actuary; E. W. Thompson, supreme commander and chairman of the Victory Day 
program; W. D. Riley, Jr., publicity director and secretary of committee and J. B. 
Baker, great commander of Michigan. 


; 


“Nylic Review,” New York Life’s agency magazine, was awarded the patriotic 
service cross and citation of the United States Flag Association for the most out- 
standing photographic cover design of a company magazine featuring the flag of the 
United States. The Flag Association’s jury of award, consisting of 17 prominent 
artists, was headed by Vaughan Flannery, chief U. S. Office of Facts & Figures. The 
cross was presented at the New York Life home office by William F. Seals, director 
of the flag association. 
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At presentation of U. S. Treasury Department 100 percent payroll war bond cer- 
tificate to Mutual Benefit Life: (Left to right) Lewis P. Conner, president Pelican 
Club (Mutual Benefit home office employes); Paul Clawson, chairman war bond 
committee; Reginald Parnell, Newark war savings committee; John R. Hardin, 
president Mutual Benefit, and Harry H. Allen, secretary and personnel head Mutual 
Benefit Life. 





IF HIS LIFE INSURANCE 


THE 5-WAY PRESENTATION helps sell the prospect 
who claims his “life insurance is complete.” It helps 
to show him quickly, easily, persuasively that he’s not 
completely insured unless he has protected his income. 
In one package, Pacific Mutual’s 5-Way Plan offers 
him protection covering death and old age, and also 
providing for immediate disability protection cover- 
ing sickness, accident and hospitalization. 

The Pacific Mutual 5-Way Presentation shown 
above gives the underwriter something new and differ- 
ent to offer his prospects. It’s the tool that completes 
his selling kit. 


PACIFIC MUTUAL LIFE INSURANCE COMPANY 
A California Corporation 
HOME OFFICE, LOS ANGELES, CALIFORNIA 
Complete Life Insurance Coverage 


Life, Retirement, Accident, Sickness and 5-Way e Participating 
and Non-participating e Mortgage Insurance, Salary Savings, 
Juvenile Insurance, Salary Continuance, and other Special Forms. 


PACIFIC MUTUAL SERVICE SINCE 1868 





AND 
InsunanceCompanylne 


Busy, Patriotic 
Dollars ... 


The dollars that are being 
paid to this Company are 
busy these days. 


Besides paying for the pro- 
tection represented by a 
Shield policy, the dollars 
paid us in premiums, 
many of them, are buying 
Government bonds to help 
pay for the war, and finan- 
cing defense housing, and 
all of them are fighting 
inflation. 


Life Insurance tights both 
on the home front and on 
the battle-front. 


NatTI IQNAL LIFE 


CCIDENT 


NATIONAL 
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